







ots 





as 







< no ep, 


. BeOS w 
urday be. 
a oot eee Va 
ard Mr. sS.00% <o* aa 
Ssident of ps? 


ag : LIFE | EDITION 


legraphed 
ig in that 
any busi 
L ife He 
hot rhc 1 be 
any busi- 
uri State 
company 













FRIDAY, SEPTEMBER 15, 1933 


























its agents 
siness Its 
canceled 
telegrar 
ItS pos 


ferro oe . | i 
- PROVEN IN THE FIELD AS A SOUND WORKING BASE FOR TODAY 










































































































































































Missioner 
‘da pla 
tate trot $ 80,000 
—— sold to create a complete protection and invest- 
- aa ment program as presented in a Planned Estate 
Suit court 5 q ho th ht he had lete Planned Estate 
my ane adn man w thought he had a complet oe 
» the s 
oO poli Y- | 
urance 1 : 
» state S eee 
nt bank- 35,000 $12,575 payable to If you lose your sars- 
, 
e your wife.in cash ‘i of $354.00 to ing power thru dissbili- 
sold through a Planned Estate Chart to a man who — wmtil ty your deposits on this 
L was constantly approached by agents but had a re chila (oo ) ie eetete are mie for 
Judge “perfect resistance” built up. 22 years of age you 
re, Birt i 
The noth $4,975 tor | | 97,500 to In afdition to the above 
ee ox pte ner pey off Mprt- you will receive an in- 
a Read justment | | gaze on home come of $250.00 a month 
inced he $58,000 Tuna : Bae ah samberegery: 
| Sens sold through a Planned Estate Chart to a man who : | 
—a 7 H rece: ; , 
of ae owned only $2,500 and was not insssenees in any hen na e 20 T 
ctunate more life insurance—would not even discuss it. pezermtineg pert A 
no co! long es she lives If you live until age 65 
se is e you will receive an ia- 
. th i come of $250.00 a month 
‘din the es long os you live 
een abe The reubining estate is 
; in Als $7,500 then divided equally uéer 
al estate ® trust agreemat between 
om sold to fill one of the gaps left through recent your three children 
being ‘ lapses, as a temporary measure until the complete 
Is state program could be installed—because of a Planned 
a Estate Chart presentation. 
a. where 3 . 
aie i Tangible Results ------ 
tance ol 
diy The field organization of the Home Life Insurance Company is securing tangible results 
. through the new “Planned Estate” presentation which the Company presented to them 
*y ax ° 
e Izen- i -“ this year. This is not just another sales plan w hich may or may not work. It is 
hivees Sa lan based on the very fundamentals of Client Building and modern salesmanship— 
Ladi 
> assets ie w wah endless actual results to verify its effectiveness. 
Palmer ’ 
"Malley. From all sections of the Company’s field enthusiastic voluntary commendation is being 
eo received constantly, vouching for the value and effectiveness of this plan. It is selling 
q business and excellent business. It is sav ing potential lapses. It is practically eliminating 
= competition wherever used. 
—Super 
ia we This Planned Estate presentation is a very definite part of the Home Life “Client Building” 
re Gun 
Seco Program and every man in the Home Life field organization has this complete equipment 
available for his personal use, 
iciary 
he HOME LIFE INSURANCE COMPANY 
advise 
life m- 7 
Garret 256 Broadway New York, N. Y. 
to the 
rent ETHELBERT I. LOW, JAMES A. FULTON, 
tage | Chairman of the Board. President 
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41 Years old = = | EQUITABLE CASE ty 


BAG 


and he had saved / , ) | 
ny # 
only $1000 — | METHOD wr 








h 
. ++ yet the Equitable Case Method showed ; 
him how to provide for his family Georg! 
, 
GEORGE THORNTON is 41 years old—has an income of $3000 For several years the “Case Method” has empt 
a year —savings $1000— $3000 life insurance —a son 12 years 
old and a daughter 9. Mrs. Thornton is not very strong. What in . ° es 
cnmeseghnshedtt antentdiont been used in the educational training courses 
| Taking the insurance already owned by Thornton and OT! iE 
recommending an additional policy which he could easily pay for of The Equitable. By means of it, Equitable 
out of income, an Equitable agent worked out this plan 
Mrs. Thornton, the beneficiary, to receive an adequate income 
for life (necessary because her ill health would make self-support Agents have been taught to analyze a man’s 
a hardship). 1 


This income to be considerably greater during the first ten 
years after Thornton's death. (Even if death occured the first 
year after the plan went into effect, this would assure the support 

| 
| 
| 
| 


need for life insurance, and to fit the policies 


and schooluig of the children till ages 22 and 19 respectively) - ° og: * 
An income to be paid the children even in the event of the to his specific requirements. , 
| death of both their parents, said payments to be made for twenty 
| years after the death of the father. 
Note how the plan fits the particular needs. Change any 
factor in the problem, such as the children’s ages, and a different 
plan might have been developed. | usly ¢ 


| The EQUITABLE“ CASE METHOD” of tors’ 


| Letan Equitable agent apply 


the Case Method to your You, too, have special requirements, and the life 


fi ee insurance program that is right for another man | life insurance planning is now being brought 
nancial problem 





may not be right for you. You would find it in. | not the 

teresting and helpful to talk this over with an Equitable repre- ° ° * ° een 

} sentative, thoroughly trained in applying the Case Method. In before the public in a series of advertise- By nm 
studying your own case and recomrbending a plan to fit it, he a the 


security of your dependents and yourself. 


It is hoped thereby to acquaint the public n 192: 


will show you the most effective way to assure the economic ments in national magazines and weeklies. 
THE EQUITABLE rnia a 


Falk = JUST with the value of a careful study of the indi- ie 

LIFE ASSURANCE : , ' sland, 
SECURITY = PEACE OF MIND vidual’s needs before a particular type of a 
\ } 

See policy is recommended. The advertising is —_ 


OF THE U.S. also designed to call attention to the fact that ave s 


NATION-WIDE SERVICE 





Equitable Agents are especially trained to ably in 


render such a service. 


THE EQUITABLE = 
LIFE ASSURANCE SOCIETY OF THE UNITED STATES oo, 


Thomas I. Parkinson, President 393 Seventh Ave., New York, N. Y. in 
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Cash Values Now 
Safe in 12 States 


Georgia Joins Those Having Ex- 
emption Statutes Identical with 
New York's 


OTHERS MAKE PROVISION 


Court Interpretation of Broad Acts in 
Other Commonwealths Gives 
Some Safety 


lhe addition of Georgia to the list of 


cash value exemption 
statutes identical New York’s sec- 


brings the total of states with 


states having 
with 
tion 55-a 
such provisions to 12. Georgia previ- 
usly exempted cash values from credi- 
the 


change the beneficiary was not reserved 


tors’ claims only where right to 
The new law of course provides that 
cash values shall be exempt whether or 
ight to change the beneficiary 
is retained. Section 55-a applies where 
the beneficiary is other than the insured 
or the person effecting the insurance. 


not the 


Passed in Last Few Years 


New York passed section 55-a in 1927 
In 1929 Colorado, Maine and West Vir- 
ginmia adopted it, and in 1931 it was ap- 


roved by Arkansas, Delaware, New 
Hampshire, North Carolina, Rhode 
sland, and Wisconsin. Alabama 
idopted the measure last year and 
Georgia this year. 

\ number of other states have laws 
‘hich have been interpreted by court 


decision as being broad enough to cover 
the same ground as section 55-a. Others 
ave statutes which are believed to be 
uliciently broad because of their simil- 
arity to others which have been favor- 
ably interpreted. Still others have stat- 
ites open to considerable doubt as to 
interpretation if a case went to court. 
n states having no specific ex- 
emption for cash values, the exemption 


some 


a to proceeds has been construed 
roadly enough to include cash values. 
New York Ruling Cited 
\ very strong reason for urging the 


adoption of 55-a in states in which there 


Ss not a clear cut law or decision ex- 
‘mpting cash values lies in the favorable 
nterpretation which the New York 
statute received from the state’s high- 
‘St court when Judge Benjamin Car- 
7 20, now of the United States Supreme 
curt, was chief justice of the New 
York court of appeals. 

In addition to the 12 states having 
‘tatutes identical with section 55-a, there 
are states in which cash values are 
exempt Irom creditors of the insured 
when the beneficiary is the wife, even 
Rough the right to change the bene- 
lary is reserved. 


According to 


Bull the “Diamond Life 
ulletins” 


te S states are: California 
"P to $500 annual premiums), Florida, 
(CONTINUED ON PAGE 11) 
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Industrial Section Program 
for the Chicago Meeting 


THREE ADDRESSES SCHEDULED 


C. F. Williams, S. Z. Rothschild and 
J. F. Maine to Speak at the 
American Life Convention 


C. F. Williams, president of the West- 
ern & Southern Life of Cincinnati, will 
discuss “The Problem of Ex-Agents” at 
the annual meeting of the Industrial Life 
Section of the American Life Conven 
tion to be held at the Edgewater Beach 
Hotel, Chicago, Ill., commencing at 1:30 
p. m. Oct. 12. 

From many companies have come re- 
quests that at the meeting there be dis- 
cussed the elimination of the parasite 
agent who travels from one company to 
another; making a practice of loading 
the debits with bad business, securing a 
special salary and then leaving the 
branch office to struggle with the conse- 
quent excessive lapsation. All industrial- 
ordinary companies are interested in 
eradicating this type of agent. There 
has always been considerable discussion 
of the subject, but no uniform definite 
action Definite concerted action is 
planned for the meeting to which inter- 
ested companies are invited whether or 
not members. 

President Williams has given consid- 
erable thought to this problem. There 
is a general desire among all industrial- 
ordinary companies to bring about a 
united stand upon the employment of 
ex-agents of this type. 


Features of the Program 


The meeting will open with a few brief 
remarks by Chairman W. J. Bradley, 
publicity director and field inspector of 
the Home Life, Philadelphia, after which 


G. R. Kendall, president Washington 
National Life of Chicago, will deliver 
an address of welcome. 

“The Benefits of Salaried Inspectors 


for an Industrial Life Company” will be 
presented by S. Z. Rothschild, third vice- 
president and actuary, Sun Life of Bal- 
timore. 

“Selection and Training of Industrial 
Life Agents” by J. F. Maine, superin- 
tendent of industrial agencies, the Lon- 
don Life, London, Canada, will be a 
prepared paper. The meeting will be 
thrown open for an informal discussion 
of any problem of general interest to 
companies writing industrial. 

Mr. Rothschild is well qualified to dis- 


cuss the subject assigned to him. The 
use of salaried inspectors by the Sun 
Life has contributed much toward the 


reduction of mortality, agency turn-over 
and the elimination of short claims and 
questionable business. 

Mr. Maine has had more than 40 
years’ experience in the industrial life 
business. He believes the solution of 
many agency problems rests in the 
proper selection and training of men to 
handle industrial debits. Such selection 
and training should greatly reduce the 
large cost to the companies through 
agency turn-over and, secondly, the cost 
to policyholders through policies being 
improperly sold, either intent:onally or 
otherwise. 
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Must Remove Demand of Too 
Great Insurance Liquidity 


WALTER TALBOT GIVES VIEW 
Cites Inconsistency of Being Required 
to Earn Certain Interest and 
Meet Cash Demands 


Although life insurance emerges from 


the period of economic upheaval with 
an enviable record, the business should 
not rest in full contentment that every 


practice and principle employed was 100 
percent perfect. This observation was 
made by President Walter LeMar Tal- 
bot of the Fidelity Mutual Life at the 
Leaders’ Club convention of his com- 
pany in Chicago. 

Mr. Talbot said nothing done to 
restrict the payment of loan or surren- 
der values until every bank in the coun- 
try was closed Then most states 
placed a ban on unlimited withdrawal of 
cash and surrender values. To have sac- 
rificed investment securities in a de- 
pressed and bewildered market to meet 
frenzied demands on insurance reserves 
would have been a crime he said. 

However, at no time, he pointed out, 
was the policyholder denied all policy 
loan and surrender privileges. Restric- 
tions were speedily liberalized and now 
several states have lifted all embargoes. 


was 


Should Strengthen System 


Life insurance met the test in great 
style, he said, but the system should be 
so strengthened as to make it unneces 
sary to depend upon the enactment of 
legislative emergency rules in times of 
stress. He expressed the belief that the 
remedy is not to be found in maintain- 
ing an extreme degree of liquidity, al- 
though under the present statutory pol- 
icy provisions this must be done, with 
the result that the earning power of 
funds is interfered with, thus increasing 
the cost of insurance protection. In 
view of the assumed rate of 3 or 3% 
percent interest earnings on reserve 
funds, too large a proportion of assets 
cannot be permitted to remain 
However, the companies are required to 
meet cash demands for 100 percent sur- 
renders and loans. If this inconsistency 
is corrected life insurance will stand sol- 
idly in even a more severe crisis without 
the intervention of emergency legisla- 
tion. 

Referring to the Fidelity Mutual, Mr. 
Talbot said the company had purchased 
$1,050,000 of U. S. government bonds 
since the first of the year, thus loaning 
money to the government instead of 
borrowing from it. 

Defaulted Bonds 

Referring to the small percentage of 
its bond portfolio in default either as to 
principal or interest, Mr. Talbot said, 
“Too often is one prone to look upon a 
defaulted bond as a total, or at least, a 
heavy investment loss. This does not 
always prove to be the fact. We have 
made a careful analysis of our defaulted 
bonds, and are convinced that a large 
percentage of these defaults are of a tem- 
porary nature which will likely be reme- 
died in the very near future. Over 35 
percent of our defaulted bonds are in 

(CONTINUED ON PAGE 11) 
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Assets Tax in New 
York Draws Fire 


Life Companies Say Retaliatory 
State Laws Would Be 
Invoked 
PLAN SPRUNG SUDDENLY 


Levy Is Proposed for Unemployment 
Relief—C. G. Taylor, Jr., at Hear- 
ing, Expresses Opposition 


NEW YORK, Sept 4 In a ud 
den and desperate move to tap new 
sources of tax revenue, Tammany Hall 
has turned on the life and fire co 


panies and is attempting to jam through 


a tax program which includes a sizable 
levy against the assets of these car 
riers for the privilege of doing busines 
in New York city The proposed tax 
would be an amount equal to one-quar 
ter of one percent of whatever propor 
tion of a company’s assets its New 
York city premium income bore to its 
total premium income for the fiscal 
year ended June 30, 1933 

The measure evoked determined op 
position from company officials § at 
public hearings in City hall which took 
practically all day Monday. Until I'ri 
day the companies had no notion that 
any such tax plan was contemplated 
and it was not until Saturday that cit) 
officials made it possible for those in 
terested to obtain an accurate copy of 


the proposal. 
Position of Opponents 


Opponents of the tax, beside pointing 


out the injustice on the funds of those 
who are doing their best to provide for 
their dependents, for emergency, or tor 


their own old age, called attention to 
the retaliatory laws of other states that 
would immediately and automatically 
go into effect against New York 
companies in their operations in 
States. 

The proposed new taxes 
levies of like amounts on the 
savings banks, and taxes on stock trar 
fers and stock brokers, on taxicab fares 


city 
those 


include 


assets ot 


and public utilities and the raising of 
water rates 

The chief protagonist of the mea 
ures was Samuel Untermeyer na 
tionally known attorney, who framed 
the proposed taxes, and who on more 
than one occasion has shown his ho 
tility to life companies. 

The proposed tax is solely for un 
employment relief. The objection of 


the insurance companies and others who 
opposed the new tax is not that they 
objected to doing their just share to 
ward unemployment relief but that 
could see no justice in singling out a 


few groups and saddling the burden 
upon them. 

Charles G. Taylor, Jr., third vice 
president Metropolitan Life, speaking 


(CONTINUED ON PAGE 6) 
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General American 
Now in Operation 


Milton Chairman, Head President 


of Missouri State 


Successor 


COURT APPROVES DEAL 


Commissioner ‘Senff of Kentucky 
Charges New Company Will Be 
Under Influence of Old 





The bid of W. W. Head and D,. M. 
Milton for the Missouri State Life hav- 
accepted by the St. Louis 
court and the deal consummated, the 
General American Life, which was or- 
ganized by Head and Milton to take 
over the business of the Missouri State, 
now in operation in the old home 
office of the Missouri State. 

At the organization meeting D. M. 
Milton, son-in-law of John D. Rocke- 
feller, Jr., was elected chairman of the 


ing been 


1s 


board. Mr. Head was named presi- 
dent; S. W. Souers, Moriarty 
and Henry Reichgott, vice-presidents; 
Allen May, general attorney; C. 


Shepherd, actuary; James Scott, comp- 
troller; Emil Brill, assistant vice-presi- 
dent; P. T. C. Martin of New York, 
secretary, and the law firm of Williams, 
Nelson & English, general counselors. 


Directors Are Named 
In addition to Milton the following 
have been elected directors: J. 
Kemper, president Commerce Trust 


Company, Kansas City; George Bran- 


deis, department store operator at 
Omaha; Attorney E. C. Huntington, 
Jr., of New York; S. W. Anderson, 
president of the Interstate Equities, 
and Mr. Head. Four other directors 
will be elected. 

At the final court hearing, the big 


question was whether the assets of the 
Missouri State amounted to 75 percent 
or more of its liabilities. If this were 
true, the Missouri law prohibits making 
a deal before advertising for bids for 
15 days. If policy loans were to be 
considered an asset, the assets of the 
Missouri State would amount to 79 
percent of its liabilities, but if the pol- 


icy loans were not so regarded, the 
ratio would be ‘less than 75 percent. 


The court finally rejected this item as 
an asset and the papers were signed. 
Certain groups of policyholders at- 
tempted to intervene, but the court 
denied them the privilege. 

During the hearing C. O. Shepherd, 
vice-president and actuary of the Mis- 
souri State, said some features of the 
reinsurance proposal were too one-sided 


in favor of the purchasers. He men- 
tioned the service fees. 

The Head-Milton people told the 
court they would not hold their bid 


open indefinitely and they would with- 


draw it if official advertising for bids 
were made. 

Apparently the testimony of Arthur 
Coburn, vice-president of the North 


American Reassurance, clinched the ar- 
gument in favor of throwing out policy 
loans as an asset. He said policy loans 
were assets within the general mean- 
ing of that term but were uncollectible 
beyond the offsets through reserves set 
up. He said they were assets but not 
assets in possession. 

The General American Life was or- 
ganized at Carthage, Mo., last June at 
the request of Head. President W. ‘ 
Nardin is credited with having brought 
Milton into the picture. 

Commissioner Senff of Kentucky has 
made public correspondence he has sent 








Features of Missouri State 
Deal Affecting Policyholders 








Following are the salient features af- 
fecting policyholders, in the agreement 
by which the General American Life 
takes over the business of the Missouri 
State. 

1. A 50 percent lien is imposed on 
the terminal reserve of all life insur- 
ance and annuity policies, computed as 
of Sept. 1, 1933, bearing interest of 5 
percent from Sept. 1, 1933, until Sept. 
1, 1948, and thereafter 4 percent. If 
the interest is not paid, it is to be 
compounded annually. Policyholders 
may reduce or discharge the lien by 
payments to the company. 

2. The lien and interest will be de- 
ducted from any payment under the 
policy or from any settlement or from 
the value used to purchase any paid 
up or extended insurance, except if the 
insured should die before Sept. 1, 1948, 
the company will waive the lien, sub- 
ject to deduction of any accrued inter- 


est. 
Extended Insurance 


3. Extended insurance or continued 
term insurance, non-forfeiture plan will 
be continued for such term as the re- 
mainder of the reserve, after deducting 
the lien, will pay for at the then at- 
tained age. 

4. The lien does not apply to group 
life, group accident and health or com- 
mercial accident and health nor to 
registered policies. 

The General American Life is not 
required prior to Sept. 1, 1936, to make 
policy loans except for payment of pre- 
miums, for interest on indebtedness nor 
to pay any cash surrender value. This 
moratorium may be extended for two 
years if the insurance superintendent 
approves. The policyholders may pur- 
chase paid up or extended insurance 


to insurance commissioners of all states 
in connection with the Missouri State 
deal. The Kentucky department is in- 
terested because the Kentucky Home 
Life owns one-third of the stock of the 
Missouri State Life, and these holdings 
are now made valueless. 

State Auditor Talbott of Kentucky 
challenged Superintendent O'Malley of 
Missouri in fixing the impairment of the 
Missouri State at $22,000,000 and then 
at $29,000,000, although examiners of 
other states fixed the impairment at 





with their free reserves. The lien does 
not apply to reserves created by subse- 
quent payment of premium. 

6. Dividends on participating policies 
to be paid at the discretion of the di- 
rectors with the approval of the insur- 
ance superintendent. 

7. Claims because of death occurring 
prior to Aug. 29, 1933, will be paid in 
full. 


Waiver of Premium 


8. Waiver of premium disability bene- 
fits will be paid in full. Income disa- 


bility benefits coming due on account 
of disability occurring on or prior to 
Aug. 28, 1933, on claims approved by 


the Missouri State prior to that date 
will be paid in full. Income disability 
benefits becoming due under policies is- 
sued on applications dated on or after 
July 15, 1932, will be paid in full. All 
other income disability benefits will be 
reduced 50 percent. 

9. Payments coming due on or after 
Aug. 28, 1933, under annuity, life or 
endowment policies theretofore matured 
will be paid in full. 

10. Dividends left with the old com- 
pany on deposit together with the in- 
terest accrued, will be reduced by the 
lien percentage. 

11. Claims on account of maturity of 
endowments accruing prior to Aug. 2, 
1933, will be paid in ful! but endow- 
ments maturing after that date will be 
modified by the lien. 

There is a provision that the lien 
shall not be any greater than the un- 
mortgaged portion of the reserve. 
That is, a policyholder who has bor- 
rowed 90 percent of his reserve pre- 
viously will only be chalked up with 
a 10 percent lien instead of 50 percent 
levied against others. 


about $13,000,000. In his message to 
the other commissioners, Mr. Senff al- 
leges that O'Malley, in making the ini- 
pairment as large as possible, did so 
in order that a much larger lien would 
be placed upon the policies for the 
benefit of Head and Milton. 

Mr. Senff expressed the belief that 
the General American Life will be 
under the control of the same men who 
have controlled the affairs of the Mis- 
souri State during the past few years. 

(CONTINUED ON PAGE 14) 





Aetna Life Men 


in Chicago 








MORGAN G. BRAINARD, President 


The life department of the Aetna Life 
held its convention in Chicago this week. 
This was really Vice-president S. T. 


Ss. T. WHATLEY, Vice-President 


Whatley’s party. President Brainard 


and other home office officials were 
present and contributed to the program. 





Riehle, Anderson 
Fight Warms Up 


Backers of Cincinnati Man Chal. 
lenge Assumption Rival Heads 


“Regular” State 


EUBANK LETTER CITED 





Much Interest in Contest for Presidest 
of National Association of Life 
Underwriters 


As the time for the annual meeting 


of the National Association of Life 
Underwriters draws near, the contes 
for president becomes hotter, with 


backers of C. Vivian Anderson of Cin- 
cinnati and T. M. Riehle of New York 
putting forth strenuous efforts in be. 
half of their candidates. 

G. <A. Eubank, Prudential, New 
York, sent a message’to presidents oi 
local associations, stating: “The sup- 
port of the advisory nominating com: 
mittee’s carefully selected ticket, it is 
assumed, will be the regular order oi 
most associations. Will you kindly aé- 
vise promptly in the enclosed envelope 
if that is the attitude of your associa 
tion? Also the return of the enclosed 
questionnaire will facilitate our work’ 

Mr. Riehle is the choice of the advis- 
ory nominating committee for presi- 


dent. 
Eubank Letter Draws Fire 


The Eubank letter has drawn fire 
from the backers of Mr. Anderson, who 
take exception to the assumption that 
the advisory committee’s ticket is the 
“regular” slate. The Anderson people 
declare that the advisory committee 
merely recommends and that the nom- 
nating committee, alone, which meets 
in Chicago at the convention, has av- 
thority to make an official nominating 
report to the convention of a “regular 
ticket.” 

The following statement has been re 
leased by the Anderson for president 
committee, of which Ray Hodges o 
Cincinnati is chairman: 

“On Aug. 10, 1933, a general letter 
was sent by the Anderson for presi 
dent committee to the officers of al 
local associations of the National Asso 
ciation of Life Underwriters. The last 
paragraph of that letter read: 

“Tt is for the majority of the ass0- 
ciation membership to determine 
whether or not its best interest will be 
promoted by his (Mr. Anderson's) elec- 
tion to the presidency.’ 

“Since then, we have received hut- 
dreds of letters from all sections of 
the United States urging and request 
ing us to place C. Vivian Andersons 
name before the official nomunating 
committee at the national convention ™ 
Chicago. The number of association 
favorable to Mr. Anderson has doubled 
Because of the many endorsements and 
requests, it is only fair to those local 
associations endorsing him that bis 
name be presented for consideration. 


Qualifications of Anderson 


“We are not opposing the candidates 


that were suggested for office by the 
advisory nominating committee exce?! 
that of president. The committee 


stated in their report that they wet 
qualified for the respective ofices | 
which they have been recommended 
We do not believe, however, that @ 
man should be elevated to the we] 
highest position if he is not qualine” 
We believe, also, that anyone (spea 
ing of Mr. Anderson) who has served 
his local, state, and national associa" 
(CONTINUED ON PAGE 15) 
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‘Definitizing” Big 
Aetna Life Topic 


“Regionnaires” Hold Annual 
Meeting in Chicago with More 
Than 400 on Hand 


WHATLEY IS IN CHARGE 


Live Sales Subjects Discussed by Home 
Office Men and Leaders from 
the Field 


The ideas of time control, continuous 
prospecting and a definite work plan 
scrupulously observed, were the back- 
bone of the annual meeting of Aetna 
Life “Regionnaires,” the company’s 
leading agents, held in Chicago the first 
More than 400 
delegates and guests and 12 of- 
were present. 
the mornings 
sight-seeing the afternoons. The 
quet was Wednesday night. 

Nearly every address drove home the 
point that agents to be successful to- 
day must “definitize” their work, know- 
ing whom they are going to see, what 
they are going to say and budgeting 
time most economically, 

Company Offers “Supportfolic” 


To aid in this effort the company 
gave all the agents what was termed a 
“supportfolio” which was originated by 
C. V. Pickering, advertising manager, 
and contributed to by a number of the 
officials, including Vice-president S. T. 
Whatley, head of the agency depart- 
ment. This folder presents five basic 
selling plans, two of which, designed 
for depression readjustment and pro- 
gramming, are new. The three others 
are based on family income, life income 
and retirement annuity. The portfolio 
contains five attractive pamphlets cov- 
ering the various plans, suggested sales 
letter and detailed suggestions on how 
to go about these various canvasses. 

Explanation of the new tools for the 
agent’s kit was made by R. B. Cool- 
idge, assistant superintendent of agents. 
He said life agents as well as the com- 
panies have been tested in the last four 
years and have learned many things. 
(heir thinking about the selling job 
has been clarified. It has been driven 
home that organization of time and ef- 
lort, adequate prospecting methods and 
sound selling plans are fundamental re- 
quirements. 


three days this week. 
home 


fice officials Business 


sessions occupied and 


ban- 


Opening Session Monday 


F. S. Germond of the Edwards gen- 
eral agency, Chicago, extended a wel- 
come Monday to the Regionnaires from 
the United States and Canada and re- 
sponse was by B. H. Wiseberg, Atlanta, 
Ga., and Vice-president Whatley. 

Paul Speicher, managing editor In- 
surance R. & R. Service, spoke on “To- 
ay’s Economics and Life Insurance.” 
H. L. Carter, Los Angeles, discussed 
self-analysis under the subject, “What a 
Statistical Study of My Field Efforts 

evealed to Me.” He said he found 
that in a six months period he spent 
an average of only a half hour in the 
held each working day. He said it ap- 
Pears presumptuous to many persons 
When an agent approaches them with- 
out knowledge of their needs or ability 
to pay and attempts to sell a policy. Mr. 
— never wastes time developing a 
a Fanny securing an application before 
waking sure of the medical and inspec- 
tion reports, 

L. Rust, Indianapolis, spoke on 
(CONTINUED ON LAST PAGE) 





Survey of Women Agents in 
New York City Life Field 





By DOROTHY B. PAUL 


NEW YORK, Sept. 14.—The part 
that women are playing in life insurance 
is becoming an increasingly important 
one. While very few of the general 
agencies in New York City have a reg- 
ularly organized women’s unit, the ma- 
jority of them do have several women 
agents and some extremely successful 
ones. The Equitable Life of New York 
especially lays claim to several distin- 
guished women agents. 

Miss Bauer Is Outstanding 


Outstanding among these is Miss 
Edith K. Bauer, who entered the life 
business some 12 years ago and during 
the first six months of her association 
with the Equitable broke all preceding 
records for production. Miss Bauer is 
among the few fortunate agents of this 
day who has a million dollar account 
to her credit. Her clients are for the 
most part men. She finds them easier 
to deal with than women for the reason 
that they have no time to waste and 
come to their decision with rapidity and 
clarity of purpose, a characteristic lack- 
ing in most women. Miss Bauer does 
not believe that there should be a dis- 
tinction made between men and women 
agents. To her, all agents are “peo- 
ple,” there is no classification in her 
mind, 

The great difficulty facing women at 
the present time is that they have yet 
to learn to “take it on the chin” and 
smile. A female acquaintance of feline 
inclinations once asked Miss Bauer if 
she thought it was her pretty clothes 
which sold her policies for her. “No,” 
was her reply, “but they are a help if I 





do not sell.” Women find it hard to 
keep up their morale and courage in the 
face of business failure. Miss Bauer 
believes that the future holds a wide 
field for women in the life insurance 
business provided they do not enter it 
too young. While feminine charm may 
leave its impression, the discretion and 


experience of years is essential to a 
woman in this business. 
This same view is held by Mrs, 


Kathryn Ford of the Julian S. Myrick 
Agency of the Mutual Life. Not only 
a successful agent and incidentally the 
only woman agent in the organization, 
Mrs, Ford is extremely interested in 
educating the women of the country to 
the importance of life insurance and 
is president of the League of Insurance 
Women. In her opinion the reason 


women are not as successful as men 


in life insurance is that they do not 
study. To approach a client with the 
purpose of making up his insurance 
portfolio, one must have a_ thorough 


knowledge of the subject and a great 
many women are not deeply enough in- 
terested in the matter to devote their 
time to this. 


Adams Agency Has Woman's Department 


The Frank W. Adams Agency of the 
Mutual Life of New York has a 
woman’s department headed by Miss 
L. D. Cowick. There are 15 women in 
this department which in three years 
wrote $5,000,000 worth of business. 
Women in life insurance have not with- 
stood the depression as well as men, 
according to Miss Cowick. They get 

(CONTINUED ON PAGE 12 








assertions. 


the “Yes” 
the underwriter’s 


interviews. 


Independence Square 








“Static” 


A good deal like the mussing of your 
musical program by the “man-made static” 
noising in your radio. 
your sales talk is broken upon by prospect 
static—disconcerting questions, objections, 


Radio now possesses devices preventive 
of man-made static, with a resultant con- 
tinuity of fine quality in its reception. The 
organized sales talk is a strongly helpful 
preventive of damage from prospect static. 
Its skillful framing leaves few openings for 
interruptions, but leads the prospect along 
pathway, 
name on the line is the natural response to 
presentation. 
sales talk holds high the ratio of sales to 


In the current upturn of production, the 
underwriter who is equippeed with static- 
excluding sales talks will sell more insur- 
ance, create more new clients, and prosper 
more liberally than the salesman with the 
haphazard, catch-as-catch-can presentation. 


+ 
THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
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Investment Policy 
Is Major Question 


Problem of Where to Put Money 
a Big One, Brainard Tells 
Regionnaires 


GIVES AETNA’S FIGURES 


Company President in Absorbing Views 
on Problems Facing Busi- 
ness Today 


The problem of where to invest the 
continuous stream of income of life com- 
disturbing 
Brain- 


panies is one of the really 
ones today, President Morgan B 
ard of the Aetna Life told the company’s 


“Regionnaires,” leading U. S. and Can- 


adian agents, in convention in Chicago 
this week 

Federal securities are of course safe, 
but their return is unattractive. Until a 


few months ago there was no uneasiness 
about payment of principal and interest 
on state, county and municipal securi- 
ties, but since then Detroit and other 
smaller cities have been in difficulties 
This is not a serious situation, he said, 
and does not necessarily indicate bad 
government, but there was great ex- 
travagance, issuance of large blocks of 
bonds, then shrinking of real estate val- 
ues and trouble in collecting taxes. In 
spite of this, Mr. Brainard considers 
these securities next to “governments” 
in safety of principal. 
Railroads’ Situation Cited 


Next come the railroads. There can 
be no question of their continuing to op- 
erate, he said, but unless they can pros 
per life companies will be unwilling to 
invest in these securities and must look 
elsewhere. 

Mr. Brainard said the public utilities 
field also is puzzling, due to the question 
of future federal administration policies 

Life companies must invest to obtain 
as high a yield as commensurate with 
safety, but the policy moratorium taught 
the great need also for greater cash on 
hand and liquidity in order to meet any 
other national “run” on life companies 
such as occurred in March 

There is at the moment, he 
place where one can with confidence in 
vest large sums with a return of any 
consequence. 


said, no 


Many Problems in Decade 


Many things have happened in the last 
ten vears since he became president ol 
the Aetna Life, Mr. Brainard said, and 
the many problems could not have been 
met without the loyalty of the field 
force. Mr. Brainard said he had learned 
if one adheres to fair dealing, justice, 
confidence in one’s associates, problems 
will be solved, but there never will be 
a time without problems. 

He took up the Aetna’s condition 
from the investment side. Cash was 2.71 
percent of assets. Government bonds 
were 2.4 percent, these being held as a 
cash reserve. State, county and mu 
nicipal bonds represent 5 percent. 

Canadian bonds represent 2.81 percent 
Foreign bonds were almost a negligible 
item in the portfolio. Railroad bonds 
were 16.5 percent. Public utility bonds 
were 13.6 percent. Industrial and mis- 
cellaneous bonds are a negligible item 
The total of bonds was 42 percent of all 
assets. About 4.5 percent of assets are 
invested in stocks of affiliated compa 
nies, Preferred stocks of all kinds are 
only 0.73 of 1 percent. Bank stocks are 
2.09 percent, 

The total stock holdings, common and 

(CONTINUED ON LAST PAGE) 
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Must Be Prospect-Conscious 
Vice-President Buckner Says 


he principal reason why so many 
awents fail in prospecting is that they 
do not have it in their mind, Vice-presi- 
dent Walker Buckner of the New York 
life states in an article in the Septem- 
ber “Nylic Review.” The agents do 
not think of prospecting all day, every 


day as they should, he said. They see 
wood prospects without recognizing 
them 


here are, however, many agents who 
are never out of prospects. They sys- 
tematize the process, every day adding 
two or three names to the file of per- 
sons whose positions and relationships 
the possibility of a need for 

and ability to save money, 


In Eiawential 


“An average agent can lift) himself 
out of the average class by organizing 
his time and his thinking and keeping 
himself so organized,” Mr. Buckner said, 
‘The organized agent keeps abreast of 
the times. He observes new trends in 
prospecting in connection with imsurance 
He reads of what others are 
doing When he sees fellow agents 
discovering productive new fields he 
gives them a fair trial himself, 

“If an agent is to make a living out 
of life insurance, the problem of pros- 
pectingg must be solved, It is the first 
step in selling. If you haven't a pros- 
pect you will never make a sale. 
“Prospecting is easily solved when it 
svstematized. It is really not at all 
difficult for the agent who knows why 
people need life insurance, keeps his 
mind on prospecting, his eyes and ears 
open and follows a plan.” 

Good Prospects 


indicate 
insurance 


Organtantion 


needs 


ss 


Young People 
For several years now the New York 
l.ife has issued policies to thousands ot 


young people between ages 10 and 15 
and increased the number of , policies 
issued from ages 15 to 18, Mr, Buck 


ner said he was amazed to find that in 
1982 and 1933 these young people classi- 
fied as students constituted the largest 
of the company's occupational groups, 
in 1982 over 27,000 boys and girls, age 
is and under, being insured, of whom 
8,000 were girls. The majority of them 
took ordinary life. 

He said the surface barely 
scratched, but unfortunately there are 
thousands of agents who do not yet 
seem to realize the great opportunity 
u this development. He said there 
a cumulative advantage in writing poh 


had been 


Is 


cies on students; they are a real asset 
for the future Chey will become busi- 
ness men and women and the agents 


who write them in future vears can write 
them over and over again 

Another great prospecting field, Mr 
Buckner said, housewives A con 
siderable percentage of the company’s 


is 





Immediate Reservations 


for Chicago Meet Urged 





A. A. DeLapp, who has charge 
of the hotel reservations for the 
Chicago convention of the Na- 
tional Association of Life Under- 
writers, is urging those who are 
planning to attend the meeting to 
make their hotel reservations im- 
mediately, The Chicago hotels 
are taxed to the limit because of 
the world fair and although the 
Chicago people do not want to 
discourage attendance for that 
reason, they are emphasizing the 
importance of arranging accom- 
modations now. Those who de- 
sire to attend the convention 
~~ deal directly with the ho- 
tels, 











policyholders are women, chiefly busi- 
ness women. Only within the last year 
or so have agents discovered that house- 
wives well as business women are 
much interested in life insurance for 
themselves. Even though husbands may 
be well insured, many housewives want 
to guarantee with their own savings in 
the event of their death $1,000 or more 
to their sons or daughters. 

Business women continue a good class 
of prospect. There are millions of them 
earning their own living and most of 
them know their security in old age will 
depend entirely on what they do now 
in the way of saving regularly and in- 
vesting safely. 

Retirement endowments paying a life 
annuity at age or 60 are popular 
among business women, and those hav- 
ing no dependents like retirement an 
nuities. Thousands of business women 
are bread winners for mothers, younger 
brothers and sisters. Many of these are 
buying ordinary life policies. 

Chere should be systematic prospect- 
ing with the addition of several names 
a day. The agent should be prepared 
with a well thought out message. He 
should take appropriate literature to aid 
in his presentation or to leave with the 
prospect, 

“Try not for volume but for applica- 
tions,” Mr. Buckner advises. “In both 
these groups you can write a large num- 
ber of small applications. This will 
help you materially if you organize your- 
self and control vour time.” 


as 


Banker Leaves Million Insurance 

SEATTLE, WASH., Sept. 14.—Mark 
EF. Reed, well known banker and heavy 
stockholder in the General fire and cas- 
ualty companies here, who died recently, 
left $1,000,000 life insurance. Of this 
$800,000 was held by the Reed com- 
panies, largely the Simpson Logging 
Company. He carried $100,000 payable 
to the beneficiaries in the form of 
monthly 
lite payable directly estate. 


to his 
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Sales Increases Point 


to Steady Upward Trend 





The National Life of Des Moines re- 
ports a 27 percent increase in business 
written in August over the same month 
a year ago. August business was 36 
percent over that of July, and was the 
largest in 14 months. 


* * * 
Thomas E. Sly, superintendent of 
agencies of the St. Louis Mutual Life, 
reports that the August production, 


which was in honor of President F. H. 
Kriesmann, was 50 percent greater than 
during any other month in the com- 
pany’s history of 75 years. This was on 
top of an increase in July of this year 
of 100 percent over the same month of 
1932 and an increase of 25 per cent in 
June of this year over June a year ago. 


* * * 
The Occidental Life of Los Angeles 
increased its written business 38.3 per- 


cent in August, 1933. The northern Cal- 
ifornia division gained 46.6 percent. 
* * * 

T. H. Groves, Portland, Ore., agency 
manager of the Equitable Life of New 
York, reports an increase in applied for 
business during July and August of 73 
percent over the same months in 1932 
rhe increase is 34 percent more than in 


1931 and 26 percent over 1930. Paid 
business showed a 41 percent increase 
In August the increase in applied for 
business was 114 percent. 
* * * 
The John W. Yates Los Angeles 
agency of the Massachusetts Mutual 


Life in the first eight days of September 
reported more paid new insurance than 
for the entire :nontn last year. August 
new business “10wed a gain of 74 per- 
cent. 

+. - 

August was the 12th month in which 
the Hamilton National Life of Los An- 
geles has registered a gain over the pre- 
ceding month 

* 2 


Net issued business of the Kansas 
City Life the first seven months of 1933 
was 4.55 percent greater than in the 


same period of 1932. 





Office Management Meeting 





The meeting of the Life Office Man- 
agement Association will be held at the 
Edgewater Beach hotel in Chicago, Oct 
2-4. L. C. Ashton, vice-president and 
secretary of the Provident Mutual Life. 


is president of the organization. The 
tollowing is the program: 
Monday Morning. Oct. 2 


Presidential Address—"“Some 
and Prospective Administrative 
lems,” I. C. Ashton 
secretary Provident Mutual Life 

Address—Henry Bruere, president 
Bowery Savings Bank, New York City 

Committee Report—"“Some Timely Con- 
servation Topics”: (1) Repayment of 
Policy Loans: (2) Lapse Rates of Indi- 
vidual Agents: (3) Not-Taken Business. 
Chairman, I. R. Martin, secretary, 
necticut Mutual Life. 


Present 
Prob- 
vice-president and 


Con- 


Monday Afternoon 


Address—“A Synthetic Treatment of 
Life Insurance Costs,” W. A. Jenkins, as- 
sistant actuary Lincoln National 


Committee Report—“Home Office Px- 


penses,” (1) Procedure for establishing 
a method of comparison between com- 
panies; (2) development of a standard 
distribution of expense; (3) arbitrary 


allocation of expense for purpose of the 


study: (4) limitations of this method 
(5) significant and usable conclusions 
developed by the comparison. 


Chairman, R. R, Coombs, agsistant sec- 
retary Massachusetts Mutual Life 
Conducting Educational Activiti 
Under the L. O. M. A. Institute Program 
| H. N. Hamilton, chairman educational 
committee. 
Discussional 
Office Expenses,” 





es 


Conferences—(1) “Home 
chairman, R. R. Coombs, 








Activities,” chairman, IL. R. Martin, Con- 
necticut Mutual 
Tuesday Morning, Oct. 3 

Address—"The Present and Probable 
Future Problems Having to Do with Per- 
sonnel Administration,” E. W. Bar rt 
chief commercial education service, fed- 
eral board for vocational education 


Committee Report—“Home Office Meth- 
ods for Handling Funds Left on Deposit,” 
chairman, H. H. Jackson, actuary Na- 
tional Life. 

Tuesday Afternoon 

Address—"“Principles of Budget Mak- 
ing as Applied to the Life Insurance 
Business,” James O. McKinsey, New York 
and Chicago. 

Committee Report—"“A Study the 
Practices of Member Companies in Han- 
dling Policy Loans, Premium Extensions 
Etc..” chairman, W. P. Barber. Jr.. 
ciate actuary Connecticut Mutual Life 

Discussional Conferences—(1) “Meth- 
ods of Handling Funds Left Deposit,” 





of 


asso- 


on 











chairman, H. H. Jackson, National Life: 
(2) “Policy Loans, Premium Extension, 
| Ete..” chairman, W. P. Barber, Jr., Con- 
necticut Mutual. 
Wednesday Morning. Oct. 4 

Address Building Maintenance Or- 
ganization and Costs Un 
Code,” Lewis B 
retary National 
Owners & Ma 

Open Forum of the 
N. R. A. Code to Home Office and Branch 
Personnel.” F. L. Rowland, secretary, 


| Massachusetts Mutual; (2) “Conservation | 


presiding, Lincoln National Life 
Wednesday Afternoon 


Associati 





nes and 
Iman, dean, 
Northwestern University. 


2<ss 











Claim Men Meet — 
at Atlantic Cit 


President Hickey Selects Causs 
of Troublesome Claims as 





Keynote 


COOPERATION STRESSE) 


Urges Education of Agents, Investig;. 
tors and Adjusters to Create Better 
Public Attitude 


NEW OFICERS ELECTED 


President—W. A. Dennis, Prudential, 
Viece-President—E. E. Elliot, Traveler 











Health, Omaha. 

Secretary —L. L. Graham, Busines 
Men's Assurance. 

Treasurer—F. L. Templeman, Mary. 
land Casualty. 

Executive © mittee—R. K. Meteali 
Connecticut General, chairman; TT. | 
Hickey, Metrepelitan: TT. W. Hislop 


Great Northern, 


ATLANTIC CITY, Sept. 14.—‘T 
causes of troublesome claims” was 
lected as the dominant theme of the 
nual meeting of the International C! 
Association here this week by Preside 
Thomas F. Hickey. Mr. Hickey is s 
perintendent of claims of the Metrop 
tan Life’s accident and health divisi 
Hickey he thought 


profitable to discuss troublesome cla 


President said 


because in the process of dragging 


the surface some of the underlying 
causes, ways and means might 
covered through which some 


troubles might be eliminated. 





Mest Claims Legitimate 

It has been the experience 
panies in general, said Mr. Hickes 
between 80 and 90 percent of all cla 
are legitimate and can be accept 
approved as presented. The claim mans 
problems flow from the 
percent and they are 
him extremely 
He not concerned 
claims practiced by 
crooks. He is conc. 
ing sanction 


being stamped upon 





said 
about 
the 
ed about the grov 
and endorsemen h 


fraudul 


DUSYV, 


Is 














by those who see the practice 
tion and are in a position to dis 
it. A fraudulent attempt on the tu 


of banks brands the actor 
he said, whether he is an employer 0 
outsider, be the amount large or sma 
but if a policyholder or beneficiary 
tempts to collect money from ai 

ance company on an alleged state 
facts which everybody knows is not 


he ver lacks f sympathize 
he never lacks tor sympathizers 








Why Feeling of Suspicion 





Considering the high degree 














rity among officers of insurance CO! 
, . suit 
panies, the sureness and readiness wil 
which they meet their contractual! oD 
ior sah ay iter 
gations to rich and poor alike, it 1s oft 
a cause of wonder what it is that ¢t 
genders in the minds of so many peop 
the feeling of suspicion and an:mosit 
° - . ‘ fe. 
against insurance companies, said M 
Hickey. The attitude of the people t 
wards insurance companies is a state ‘ 
mind and the conduct of the company> 
representatives in the field is wer 
ful factor in creatin n 
large proportion se sent 
ment towards insu es 
traceable to wrongful g 
ance on the part e 
representatives, in ters 
The agent who ge | 
th srticle he ic ce t make 
the artxie he is se 
manw thimaders wihi pan 
any blunders whi c . 


ito difficulties that are far reaching 
(CONTINUED ON PAGE 13) 
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Insurance Opportunities 

“RESSE) 
, Investig:. ” 
“_ tnat are umulative 
rED 
rudential, 
+ Traveler ° ° . 

z For nearly four years now, needs and Accident insurance still are 
an, Mary and wants of the people of this prospects. 
i. Metealt 
Maly country have been but partially These young people have seen 

. . much to create faith in insurance. 

14.—"T satisfied. 

Pane ain There is more than optimism in 
as aa Two million young people have ; 

ae hopes for the future. There is a 
key is reached the insurance-buying age ; 
Me lot of sound common sense. 


1 divisi each year and for four years this ; 
ae y - The sales which have not been 


me claims Oo h aqaqequa . 
; ng t GoEp has not b ug d q te made during the past few years 





" insurance protection. That means have been accumulating as oppor- 
. eight million prospects for Life tunities for the present and future. 
rach One of the advantages of representing The Travelers is that it enables you to offer all forms 


d- of Life, Accident, Group and Annuities—whichever prospects or clients require to protect their 


business and personal needs. 
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The Fruit of Many Years of 


CONTINUOUS CAPABLE 


MANAGEMENT 





sR, NORTHWESTERN NATIONAL 


President Arnold 
Lauds Financial 
Position of NYNL 


Cuicaco, August 22.—An encour- 
aging picture of the future, both for 
the life insurance business as a 
whole and for NYNL,was painted by 
President O. J. Arnold at the open- 
ing session of NWNL’s agency con- 
vention here today in an address in 
which he also reviewed: briefly the 
performance of life insurance in 
general and NWNL in particular 
during the final phases of the de- 
pression. 

Exemplifying the Company’s 
strong financial position, Mr. 
Arnold said, is the fact that if 
every policyholder had demand- 
ed the maximum cash loan val- 
ues of his policy on December 
31st last, the Company’s cash 
and bonds alone, sold at their 
market value as of that date, 
would have come within $391,- 
531 of meeting these demands. 
In addition to these bonds, 
the Company had other assets 
valued in excess of $18,000,000, 
not including $10,000,000 in poli- 
cy loans. 

“The exceptional financial posi- 
tion of the Company is not the result 
of chance,” said Mr. Arnold, “but 
is due to many years of continuous 
capable management. NWNL is 
unique in having a Board of Direc- 
tors composed of leaders in the busi- 
ness world, each independent of the 
other, directing the Company’s af- 
fairs solely in the interests of its 
policyholders.” 

Mr. Arnold also brought out that 
the Company has sold no assets to 
realize cash; it has borrowed no 
money from the R. F. C. or else- 
where; it has met unprecedented de- 
mands from its normal, regular 
sources of income; it has not in any 
respect availed itself of the average 
values allowed by the National Con- 
vention of Insurance Commissioners; 
it has continued to improve its liquid 
position, the percentage of its cash 
and United States Government Bonds 
having been increased from 10.9 per 
cent as of December 31st last to 13.6 





per cent as of June 30th. 
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Tax on Assets in 
N. Y. C. Draws Fire 


(CONTINUED FROM PAGE 1) 


on behalf of the New York city life 
companies called attention to the fact 
that there are more than 4,000,000 life 
insurance policyholders in New York 
city and that last year life insurance 
policyholders and their beneficiaries re- 
ceived more than $373,000,000. 
“It is difficult to conceive of legisla- 
tion by this body that could be more 
injurious to the business of life insur- 
ance companies domiciled in New York 
City,” Mr. Taylor said. “It has been 
the prevailing custom for each state to 
tax the premiums received in such 
states and not to tax or attempt to tax 
the gross assets of companies. The state 
of New York has for years specifically 
exempted the accumulations of life in- 
surance companies from taxation. The 
city now proposes to disregard this 
time-honored usage and to attempt to 
levy a tax upon the allocation of assets 
proportionate to the business in New 
York City. This proposal will suggest 
to the public outside of New York City 
that the city is willing to take advan- 
tage of the mere accident that these 
companies happen to be located in the 
city, a fact which is of great advantage 
to the city. For such an impression to 
gain currency outside of New York 
would be a serious detriment to the 
companies located in the city. 





Blow to Companies 


“If you want to create the impres- 
sion that New York City, because it 
may have the power, will set these 
great institutions apart so as to secure 
a tax from non-resident policyholders, 
no matter what the emergency, and put 
the life insurance companies of New 
York City at a disadvantage in the 
transaction of their business in other 
states, then enact this legislation. No 
greater blow to the life insurance com- 
panies of New York City could be given 
than that which would result if this 
tax should be imposed. 

Speaking for the out-of-town com- 

panies, Alfred Hurrell, vice-president 
and general counsel Prudential, pointed 
out the proposed tax would not be 
merely a levy on current income but 
would dip into the savings of all the 
policyholders ever since they had been 
insured. 
“The only reason life companies have 
large ‘gross assets’ is because of the 
laws which require them to set aside 
out of every premium collected a por- 
tion thereof as a reserve or species of 
sinking fund, so that when the policy 
matures the companies will have funds 
and assets on hand sufficient to pay the 
amounts due under the policies,” Mr. 
Hurrell continued. “It is unjust that 
these reserves resulting from former 
premium collections should be taxed for 
the privilege of securing present prem- 
iums as they become due. It is in ef- 
fect taking from the companies a por- 
tion of the premiums paid in years past 
by these policyholders, so that in times 
of stress they would not be on the 
town.” 


Agency Point of View 


James Elton Bragg, manager Guar- 
dian Life, speaking for the New York 
City Life Underwriters Association re- 
minded the authorities of the possible 
effect if the 12,000 life insurance agents 
should point out to their policyholders 
the exact nature of the tax. 

The life companies represented at the 
hearing included: Equitable of New 
York, Sterling Pierson, general solic- 
itor, and Maj. A. E. Tuck, assistant 
secretary; Guardian of New York, Carl 
Heye, president, James A. McLain, 
Vice-president, C. Neuendorfer, 
secretary, and J. E. Bragg, manager; 
Home Life, James A. Fulton, president; 
Metropolitan, C. G. Taylor, Jr., third 
vice-president; Mutual of New York, 








F. L. Allen, vice-president and general 


— 


counsel; New York Life, L. H. Coo, 
general counsel and H. H. Bottop, 
general counsel real estate departmer 


North American Reassurance, Lay. 
rence Cathles, president, and J. \j 
Thomson, actuary; Prudential, Alire 
Hurrell, vice-president and _— gener; 
counsel; United States Life, Hep 


Moir, president. 

The Life Presidents Association y; 
represented by V. P. Whittsitt, assis 
ant manager and general] counsel; H,. 


bard Weaver, attorney, and Bry 
Shepherd, actuary. 
The New York Fraternal Congre: 


protested to Mayor O’Brien against th 
inclusion of fraternal insurance societi« 
in the proposed tax bill. 

The Modern Woodmen also entere 
a protest. 

Because of the virtual certainty thy 
the tax program will ~o through despit 
the bitter protests that it has aroused 
it is understood insurance officials ay 
already considering how the tax m 
best be defeated by an appeal to th 
courts. There are a number of feature 
which are open to serious question, suc 
as whether the state in passing tl 
enabling act which permits the impos. 
tion of the proposed tax made it broai 
enough to include levies of the type the 
city is trying to make. Then there i 
the question of the invasion of consti. 
tutional rights. 

While sponsors of the tax may con- 
tend that because the city and not th 
state is levying the taxes the retaliator 
taxes of other states would not go int 
effect, it is pointed out, that since th 
state authorized the city to impose it 
it would be regarded by other state 
as a New York state tax. 

Just how much would be collected 
from the companies doing business here 
is difficult to estimate. Sponsors of the 
tax, however, indicated they contem- 
plated raising $6,400,000 from insuran 
companies and savings banks and sav- 
ings bank representatives have esti 
mated that they would have to pa 
about half of this amount. 

The bill as amended and passed | 
the board of estimate specifically 
empts tax exempt securities, stating tha! 
the word “investment” in no event sha 
be deemed to include or be construe 
to refer to or to mean investments con- 
sisting of securities exempt from tax 
tion. This applies both to fre and li! 
company investments. Investments 
life companies in government bonds 
various types constituted 8.3 percent 
their assets at the close of 1932 


Dismiss the Farmers Union 
Mutual Receivership Case 


DES MOINES, Sept. 14.—The r 
ceivership action against the Farmer 
Union Mutual Life, affiliate of the Ne 
tional Farmers Union, farm organiza 
tion, has been dismissed by the Polk 
county district court. The action wa: 
filed by F. W. and Herbert Bolte and th 
court costs were assessed against thet 
The original suit was filed in Jun 
Subsequently Commissioner E. W. Clarh 
made an examination and all assets wet 
revalued with the result the compat 
was found solvent and in sound final 
cial condition. Attorney General O Cor 
nor consented to dismisal of the acto! 


Qualification for Membership 
Membership in the new Life Advertis 
ers Association will be limited to met 
and women actively engaged in life = 
surance advertising work and to officers 
of life companies interested in life i 
surance advertising by the terms of th 
proposed constitution submitted to ™® 
prospective members. This is the four 
dation stone of the new organizatio! 
that will have its first meeting at the 
Edgewater Beach Hotel in Chicag 
Sept. 25-27. , 
In working out membership require 
ments, it seemed best to provide I 
voting members only and restrict those 
to life advertisers connected with li 
companies, life agencies, or associatio! 
of life companies. 
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Announce Plans for Session 
of Advertising Conference 





MEET AT BRIARCLIFF, N. Y. 





Joint Meetings for All Classes to Be 
Held Except for Group Confer- 
ences Tuesday 





The program for the Insurance Ad- 
yertising Conference meeting at Briar- 
cliff, N. Y., Sept. 25-26 has been an- 
nounced by A. A. Fisk of the Pruden- 
tial, chairman of the program commit- 
tee. With the exception of group meet- 
ings Tuesday afternoon, all meetings 
will be joint sessions attended by the 
life, fire and casualty groups. 

The opening session will be con- 
ducted by S. F. Withe, Aetna Casualty, 
president of the conference. His report 
and those of the other officers will be 
presented at that time. The reports of 
the following committee chairmen will 
also be heard: R. G. Richards, Atlantic 
Life, frontier safety; H. H. Putnam, 
John Hancock Life, standards of prac- 
tice; H. A. Warner, Maryland Casualty, 
safety committee; F. J. Price, Jr., Pru- 
dential, constitution committee. 

At the first afternoon session, with 
Mr. Putnam presiding, a number of ad- 
dresses will be given, followed by gen- 
eral discussion. At 5 o’clock the second 
business session will be called by Presi- 
dent Withe to adopt a new constitution 
and to elect officers for the coming year. 
The session will be followed by an in- 
formal dinner. 

The speaking program will be resumed 
Tuesday morning, each address being 
followed by an open forum discussion. 
At noon each group will meet as a unit 
for a buffet luncheon,, following which 
there will be round table discussions by 
each group on subjects of especial in- 
terest to that group. 

J. E. D, Benedict, Metropolitan Life, 
will preside over the life group, and C. 
A. Palmer of the North America, vice- 
president of the conference, over the 
fire and casualty group. Group busi- 
ness and reports of group chairmen will 
be brought up at this time. The meet- 
ing of the new executive committee at 
4:30 p. m. will conclude the official pro- 
gram, 


American Life Convention 
Asks Rehearing in Nebraska 





LINCOLN, NEB., Sept. 14—The 
American Life Convention, on behalf of 
its 55 members who do business in Ne- 
braska, has filed a brief with the su- 
preme court asking that it rehear the 
case recently decided of Machurek vs. 
Ohio National Life. Convention attor- 
neys say the decision is highly inimical 
to the financial solidity of the com- 
panies and fraught with dangerous pos- 
sibilities to policyholders and companies. 
Machurek had a policy containing the 
Standard totai and permanent disability 
endorsement, which makes the decision 
in the case practically an interpretation 
of like contracts issued by all companies. 
The court held that the endorsement 
contains language ambiguous in char- 
acter and explainable only by extrinsic 
evidence. Under such conditions the 
general rule of contract requires that it 
be construed against the insurer. The 
court also found the terms used in the 
rider are inconsistent in some respects. 
In the brief filed in support of the mo- 
tion for a rehearing the attorneys point 
out that obviously such a contract had 
to be designed to fit the needs of the 
Sreatest number of policyholders, that 
the rider is the product of much study 
and conference, and that many courts 
have found practically identical contracts 
clear and unambiguous. The language is 
carefully dissected, and it is declared that 
it it is any wise ambiguous, insurance 
men may well despair of writing a con- 
tract not vulnerable to that indictment. 

















Have you life insurance 


—to cover the mortgage on your house so that 
your wife and children will not have to pay it if you do 


not live long enough to clear the debt yourself? 


—to give your family an income or to help put your 
children through college, if you should not be here 


to do it? 


—to provide for your old age should you be 
forced to retire from business or suffer losses on 


property or other investments? 


—to cover inheritance taxes? If you haven't an estate 
on which to pay an inheritance tax, have you a life in- 
surance estate which you can leave clear and free from 


such taxes? 


If you are protected against these contingencies, your 
mind is free from worry; you have made yourself and 


your family secure. You are financially independent. 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
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Stopping the Holes 


of the Sieve 


IFTING his prospects for life insurance, 

the underwriter of yesterday found 
many holes in the sieve through which busi- 
ness slipped away—physical unfitness, occu- 
pational reasons, possessed of enough in- 
surance, the prejudiced who had weathered 
fifty agents’ solicitations. 


Today these holes of lost business are 
stopped for agents of The Great-West Life 
by a wide range of Life Annuity contracts, 
not conflicting with, but complementary to 
life insurance. 


Effective prospecting is at least 75°, of the 
underwriter's battle. Study of the sales pos- 
sibilities in annuities will both enlarge and 
enrich your effective prospecting circle. 


THE 
GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE 


WINNIPEG, CANADA 


Unusual Results Recorded 


EQUITABLE FORCE IN EFFORT 





Special Three-Day Convention in Chi- 
cago Sept. 24-26 Reward Ex- 
tended 150 Field Men 





Unusual results were recorded in the 
65-day special campaign of the entire 
Equitable of New York force in honor 
of Secretary William Alexander and in 
celebration ‘of the 75th anniversary 
year of the company which started July 
26. There was a high percentage of 
agencies qualifying their entire force 
and even under the strict requirements 
there were many agents who greatly 
increased their production in the per- 
iod, which ended Sept. 5. 

In all, 110 agents are being seiected, 
30 delegates-at-large and 10 unit man- 
agers, to attend a three-day special 
convention in Chicago, Sept. 24-26, at 
which results will be presented to Sec- 
retary Alexander. A. G. Borden, sec- 
ond vice-president, will represent the 
home office in addition to the guest of 
honor. 

Large Reception Committee 


A reception committee of 56 Chicago 
agents and nine Chicago unit managers 
has been formed. There will be lunch- 
eons the first and second days, the 
presentation of results being Sept. 26, 
probably by the leading agent, who has 
not yet been selected. The delegates 
will hold sessions in the morning and 
will be entitled to go sight-seeing in 
the afternoon. 

A committee of managers, headed by 
W. M. Duff of the E. A. Woods 
agency, Pittsburgh, as chairman, is in 
charge of the campaign. W. L. Boyce, 
Syracuse, is secretary. The other mem- 
bers are A. M. Embry, Kansas City, 
Mo.; W. G. Fitting, New York City; 

H. Harrop, Salt Lake City; Sam 
Lustgarten, Chicago; T. M. Riehle, 
New York City, associate general 
agent; T. B. Sweeney, Wheeling, W. 
Va.; Kellogg Van Winkle, Los Angeles, 
and W. V. Woody, Baltimore. 

The objective was to produce 65,000 
applications, each agent interviewing 65 
persons a month and securing at least 
20 applications, Complete results for 
the country are not yet available. 


Departments in Lead 


The eastern department, according to 
tentative figures, appears to have led 
the company’s five departments in vol- 
ume of paid business and the central 
department led in number of applica- 
tions. 

Delegates at large of the central de- 
partment selected are: . E. Rose, 
Embry agency, Kansas City; H. M. 
Carlsen, M. C. Nelson agency, Des 


in Campaign for Alexander 


Moines; L. S. Kussey, Golly agency, 
Peoria, Ill.; E. A. Schaub, Ryan agency, 
Detroit; R. J. Bush, Kruger agency, 
St. Paul, and George Cowton, Croxsop 
agency, Omaha. 

Mr. Rose forwarded 44 applications 
for $151,556, of which $78,556 was 
bound; Mr. Carlsen, 30 applications fo, 
$179,856, all bound, and paying fo 
$152,582; Mr. Kussy 69 applications fo; 
$71,005 bound and $42,000 paid for; Mr. 
Schaub 41 applications, $53,743, paying 
for $54,676; Mr. Bush 45 applications, 
$64,082, paying for $43,000, and Mr. 
Cowton, 36 applications, $71,750, ali 
bound, and paying for $37,250. Mr, 
Cowton has had an application a week 
since 1919. 

The central department has not to 
taled results, but for the first eight 
weeks of the drive forwarded 11,27 
applications for $35,435,468, a large in- 
crease over the corresponding period 
last year. 

The Kellogg Van Winkle agency of 
Los Angeles reported 220 of its agents 
submitting applications for $3,042,164, 
70 percent of which were bound. The 
high man was Clyde Holloway of Red- 
lands, who wrote 42 lives aggregating 
$110,881, all bound. 
unit manager, and his 35 men produced 
$614,315 on 213% lives. 

The agency during the campaign 
paid for over $2,500,000 with more than 
$100,000 premiums. The A. A. Dewar 
agency, Los Angeles, forwarded 483% 
applications for $2,845,733 during the 
campaign, with 90.58 percent of the 
agency staff participating. H. A. Allen 
of Los Angeles led with 34% applica- 
tions. 

New Mailing Pieces 

The advertising department of the 
Great-West Life of Winnipeg has pre- 
pared new mailing pieces to be sent to 
policyholders under the system inaug- 
urated last year, to keep policyholders 
in closer touch with the company and 
agent with the idea of improving per- 
sistency. 

The first piece goes to policyholders 
60 days before premium due date, the 
second is sent five days after the due 
date to policyholders with loans, those 
on a semi-annual or quarterly premium 
basis and those with second and third 
year premiums to pay. The third ac- 
companies the first premium notice and 
the fourth accompanies the second. The 
fifth accompanies the official receipts. 
The third mailing piece is a blotter with 
a calendar imprint, with the notation, 
“Circle the date on this calendar as a 
reminder to pay your premium early.’ 

The final mailing piece states, “It is 
with pleasure that we enclose a re- 
ceipt for your premium. Keeping this 
policy in good standing is further evi- 
dence of the excellent judgment and 
foresight you used in making this in- 
vestment.” The recommendation 1s 
also made that policyholder deposit one- 
twelfth of the amount of his premium 
in the bank each month to meet the 





payments next year. 








Some Selection Problems 








In a letter to the sales force, Dr. J. 
W. Wear, medical director of the Na- 
tional Fidelity Life, cites some of the 
present day problems of selection. 

In the depression years, he said, there 
has been a higher percentage of cases 
where there is an attempt to conceal 
impairment. More persistence and ques- 
tioning are required on the part of the 
examiner to elicit a complete history. 
There have been an increased number 
of cases submitted on the nonmedical 
where the nature of illness given is not 
corroborated by the physician consulted. 


Occupational Ratings 
It has been difficult to determine cor- 
rect occupational rating. Many persons 
are engaged in temporary work and it 
is difficult to foretell when the applicant 




















will return to his regular work or 





whether he will pursue a different voca- 
tion. Thousands of clerks and office 
workers have been compelled to do man- 
ual labor. : 

Much insurance has been submitted 
to determine whether new insurance cat 
be obtained before allowing a policy 
which has a heavy loan to lapse. Thes¢ 
policies require close scrutiny. ; 

In considering the possibility of su 
cide, attention must be given to the ap- 
plicant’s temperament. The_ under- 
writer is interested in whether he is 1" 
clined to worry over his difficulties, 
whether he is subject to moods of de- 
spondency, whether he has increased his 
efforts to make ends meet or has givet 
up, whether he is living more frugally 
or incurring more debts, whether the 
neighbors have noticed any change ™ 
his behavior. 


Richard Berlin, 
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National Life Finance Head 
Discusses Farm Problen 





E. S. BRIGHAM IN BROADCAST 





Comments on Some of the Phases of 
Agricultural Loans That Have 
Developed 





E. S. Brigham, former representative 
of Vermont in Congress and now chair- 
man of the finance committee of the 
National Life of Montpelier, Vt., ad- 
dressed the radio farm forum from sta- 
tion WGY at Schenectady on “Credit 
and Its Part in Agriculture.” 

He declared that the return of insur- 
ance companies and banks to further in- 
vestment in farm mortgages would de- 
pend very largely on the attitude of state 
laws protecting the rights of the lenders, 
and that future interest rates would re- 
flect the increased risk which the lender 
has incurred in some states. 

The 9% billion of farm mortgage in- 
debtedness is held in largest amount 
(30 percent) by individuals—many of 
whom are farmers past active work— 
who have sold their farms to younger 
men. Insurance companies hold 23 per- 
cent and the commercial banks 11 per- 
cent. The land banks, federal and joint 
stock, hold 19 percent. 


Have Pursued Lenient Policy 


He said: “Banks and insurance com- 
panies have pursued a lenient policy and 
have not instituted foreclosure proceed- 
ings if the borrower was a good farmer, 
doing as well with his farm as could 
be expected and after paying living ex- 
penses on a modest scale and after pay- 
ing taxes, devoted the farm income to 
paying service on ‘his debt. It has been 
considered necessary to institute fore- 
closure proceedings, however, in cases 
where the farm was being allowed to 
run down and where the borrower did 
not respect his obligations to the lender. 
A two year moratorium enables the 
farmer who does not want to play fair 
with his lender to retain possession of a 
property for two years without paying 
taxes or interest, at the end of which 
time he may turn over to the lender a 
property which has greatly depleted in 
value. Future interest rates in states 
which have enacted such laws will un- 
doubtedly reflect the increased risk 
which the lender has incurred from this 
source during this depression period. 

“One of the great problems of the 
lender and also of the borrower is to 
reach a fair appraisal value of the prop- 
erty upon which the loan is to be made. 
The conservative lender does not want 
to lend over 50 percent of the appraised 
value. For a quarter of a century before 
the depression we had rising land values 
culminating in great advances during the 
war period when for four years farm 
products prices averaged nearly 200 per- 
cent of their pre-war levels. This re- 
sulted in some sections of the country 
ma speculation in land which carried 
Prices to heights comparable with the 
Prices of stocks in the boom days of 
1929. The tendency was to appraise 
property at going prices. In the future, 

Predict that farms will be valued upon 
the basis of their productive capacity 
and their earning power as determined 


by the probable market prices of the 
produce.” 





Effective Date of Policy 


an Colorado supreme court in Shi- 
ae Prudential reversed judgment 
rhe © defendant. The application was 
mel Feb. 23, the policy was dated 
en 21, and the first and only pre- 
April _ paid and the policy delivered 
on There were 60 days grace. 

© insured died June 4 the following 
“- The question was: Did the period 
—oe begin to run March 31, 1930, 
Aer ear from the date of the policy, or 
‘\pril 20, 1930, one year from the date of 
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the first payment on delivery? By the 
terms of the application, which became 
a part of the contract, the policy did not 
take effect until April 20. The court 
held that it is apparent that the most 
that can be said for the policy from the 
standpoint of the company is that it is 
ambiguous. Hence in the absence of 





contrary and controlling authority, that 
ambiguity, conformable to a universal 
rule, must be resolved against the de- 
fendant. The court says it does not 
contemplate cases where the premium 
was paid at the time of application and 
the policy was not antedated, where the 
application was not made a part of the 





9g 








policy, where the parties themselves 
have interpreted an otherwise obscure 
or conflicting contract, where waiver 
or estoppel have intervened, where there 
was an unambiguous contract to pay a 
year’s premium for less than a year’s 
protection, or where there was a special 
consideration for antedating the policy. 





The 





FOURBLACK YEARS 


that put the world in the RED 


... revealed the soundness of 


LIFE INSURANCE 


No need to paint a picture of 
those black years. No one wants to, 
either! But, like a brilliant star shining 
through the storm clouds of that period, 
the record of LIFE INSURANCE stands 
out in bold, magnificent relief. 


From the sharp break in 1929, which 
marked the beginning of the depression, 
until the present time, LIFE INSURANCE 
has paid death benefits, matured endow- 
ments, annuities and kindred claims 
amounting to three and one-half billions 
of dollars. 

During this same period, despite 
the temporary restrictions imposed last 
spring, LIFE INSURANCE has paid to 
policyholders upwards of four and one- 
half billions of dollars in cash values 
and loans. 


Thus, for nearly four years LIFE 
INSURANCE was the sole source of 
funds for thousands of families . 
LIFE INSURANCE became /iving insur- 
ance . . . LIFE INSURANCE was able to 
pay and DID pay the enormous total 


of eight billion dollars to the stricken 
and needy. 

Moreover, during those years LIFE 
INSURANCE was actually able to place 
two billions of dollars in new invest- 
ments for policyholders! 


ry A ry 


And so today Provident Mutual, proud 
of its own record of strength, sound- 
ness and security throughout the black 
years of the early thirties, brings this 
earnest message to you: Protect your 
family and provide for yourself through 





LIFE INSURANCE. Naturally, we want 
you to invest through Provident 
Mutual, but whether through Provident 
Mutual or some other well-established, 
conservatively managed company, 
invest through LIFE INSURANCE! Make 
its safety, strength and security the back- 
log of your own financial program. 


ry 7 ’ 


Perhaps you would like to know 
how best to invest your surplus funds 
and at the same time secure positive 
insurance protection for your family. 
Just clip, fill in and mail the coupon. 
No obligation of any kind. 





Provident Mutual Life Insurance Co 
Philadelphia, Pa. 


Gentlemen: 

Please tell me more about the investment and 
protective features of life insurance for my specific 
needs. My age is 








Name 


Address 





City 





PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA 


Founded 1865 


This is the first of a series of advertisements to appear 
in the American Magazine, Literary Digest, Popular Science, 
and Time on the subject of the security of life insurance. 
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Fidelity Mutual Agents in | 
Their Annual Convention 


BIG GATHERING IN CHICAGO 





President Talbot and Vice-President 
Sykes Head Large Home Office 
Contingent Attending 





President Talbot and Frank H. Sykes, 
vice-president and manager of agencies 
of the Fidelity Mutual, opened the an- 
nual convention of the Leaders club in 
Chicago this week. Mr. Sykes was in 
charge. 

President Talbot extended greetings 
the first day, Wednesday. Installation of 
officers followed. Then J. E. Fitzgerald 
of San Francisco, a leading agent, spoke 
on “My Methods in 1933,” and S. H. 
Gettis, the company’s leader in 1932, 
Washington, D. C., spoke on “Realizing 
Our Ambitions.” 

The afternoon was devoted to sight- 
seeing and attending the Century of 
Progress exposition. 

Home Office Men Speak 


Thursday morning E. H. Norene, 
supervisor of agencies and director of 
education, and General Agent B. F. 
Fraser, Jr., of Atlanta, gave tips from 
their experience on “Building the New 
Prospects File.” E. Ullrich, C. L. U.,, 
Vice-president Sykes’ private secretary, 
spoke on “Arranging the Interview,” 
and R. N. Waddell of Pittsburgh on 
“Organized Sales Talks.” 

Other addresses were: F. W. Hagen, 
Philadelphia, on “The Bridge Builder”; 
L. A. Cerf, Jr., New York City general 
agent, on “The Fidelity Fortifier”; R. F. 
Tull, secretary and head of the new busi- 
ness department, on “Present Day Un- 
derwriting,” and G. H. Tracy, general 
agent in Boston, on “The: Picture 
Ahead.” 

A sales demonstration is being held 
Friday morning with Paul Wechsler of 
Philadelphia as agent and R. K. Gillen 
of the same city as prospect. 


Rapid Fire Talks Given 


Following this are addresses by C. T. 
Feddeman, agency assistant, home office, 
on “Steering the Profitable Course”; 
Fred Poe, new general agent of Little 
Rock, on “Making the Hours Count,” 
and rapid fire talks by J. M. Dunn of 
Wheeling, W. Va., R. E. Greenlee of 
Baltimore, W. C. Lewis, Detroit, Ralph 
Shilafsky, Philadelphia, E. C. Weber, 
Cleveland, and J. C. Witt, Nashville. 

The app-a-week and library awards 
were made and the Heron and presi- 
dent’s trophies presented. The library 
award is made by the Managers’ asso- 
ciation to the agency recording greatest 
percentage increase in members qualify- 
ing for the convention. Manager C. A. 
Scholl of Chicago is president of the 
Managers association. The Heron tro- 
phy is awarded the agent with greatest 
increase in paid premiums, and the 
president's trophy to the agent with 
greatest increase in paid volume. 

Others of the home office men attend- 
ing who were not on the formal program 
were J. R. Sykes, vice-president and 
comptroller; H. Gordon Hurd, actuary, 
and Dr. J. L. Siner, chief medical di- 
rector, 

New Officers of Club 


The officers and directors who will 
serve during the current club year are: 
President, S. H. Gettis, Washington, D. 
C.; vice-president, J. R. Fitzgerald, San 
Francisco; second vice-president, Karl 
Collings, Philadelphia; secretary, T. R. 
Powell, Philadelphia; treasurer, A. H. 
Madsen, Detroit; directors, B. F. Fraser, 
Jr., Atlanta; Sidney Rice, Indianapolis; 
Paul Wechsler, Philadelphia; F. W. 
Hagen, Philadelphia; F. L. Bettger, 
Philadelphia; Carroll H. Jones, Colum- 
bia; J. B. Campbell, St. Louis; W. H. 
Callahan, Hartford; J. H. Brennan, Chi- 
cago and W. B. Lee, Jr., Rochester. 





Cancer Mortality Showing 
a Constant Trend Upward 


METROPOLITAN LIFE REPORT 
Death Rate on Policyholders of Older 
Ages Is Higher for First 
Six Months 





The Metropolitan Life current statis- 
tical bulletin brings out some interest- 
ing facts as to cancer mortality show- 
ing that it was higher in 1932 through- 
out the entire country. The 1932 can- 
cer death rate was 2.7 percent higher 
than the previous maximum reported 
in 1931. New York registered 1.3 per- 
cent increase in cancer mortality, which 
was rather surprising. In two states 
the death rate rose more than 20 per- 
cent and in seven states more than 10 
percent. In Nevada, Montana and Ver- 
mont the increases were 29, 22 and 17 
percent respectively. All six New Eng- 
land states show large rises. 


Mortality for Six Months 


The Metropolitan Life says that the 
slight increase in general mortality oc- 
curing the first half of 1932 among in- 
dustrial policyholders has been entirely 
limited to persons at the older ages. 
There was a decline in the death rate 
up to and including age 34. From ages 
35 to 44 there was practically no change. 
It is only beyond age 45 that the death 
rate has risen. So far as younger per- 
sons are concerned the mortality record 
has continued very favorable during the 
entire period of the depression. The 
Metropolitan Life says that unfortu- 
nately medical and sanitary science of 
today has no very effective weapons 
against the group of diseases which 
chiefly affect the older ages. The con- 
quest of cancer, heart disease and other 
degenerative maladies, it declares, is still 
a thing for the future. 

The July mortality was especially fa- 
vorable showing 7.4 deaths per thou- 
sand among Metropolitan Life industrial 
policyholders. This makes a new low 
point in mortality for the month in this 
large group of people. Only twice in 
the history of the company has this fig- 
ure been closely approached, viz., in 
july, 1932, with the death rate of 7.5 and 
in 1922 when it was 7.6. The year has 
been free from widespread epidemics 
with the exception of the influenza out- 
break. There has been a drop of 4.6 
percent in the suicide death rate of in- 
dustrial ‘policyholders during the first 
six months. 


Discontinues Iowa Service Office 

The United Mutual Life of Indian- 
apolis is discontinuing its agency super- 
visory work in Iowa. Baker, in 
the Des Moines building, has been 
agency supervisor and has made a good 
record. He was formerly with the Des 
Moines Life & Annuity, later with the 
International Life and then with the 
Royal Union. He has worked not only 
in Iowa but Illinois, Minnesota, Mis- 
souri, Oklahoma, Kansas, Nebraska and 
North and South Dakota. 








Moratorium Lifted in N. Y., 
Connecticut, Other States 











All restrictions on policy loans and 
cash surrender payments have been 
lifted in New York on order of Super- 
intendent Van Schaick. In his formal 
statement, Mr. Van Schaick stated that 
the conditions that necessitated the 
limitation have now passed. 

Similar action has also been taken by 
Commissioner Dunham of Connecti- 
cut. Colonel Dunham’s ruling states 
that the lifting of the regulations shall 
apply to Connecticut companies in all 
states in which they operate, except in- 
sofar as they may conflict or be incon- 
sistent with any laws or rules, or reg- 
ulations, or orders made by any author- 
ized official of any other state. 

The life insurance moratorium in Ne- 

braska was lifted Saturday by procla- 
mation of Governor Bryan. Mrs. 
A. Fairchild, acting director, advised 
him that the Nebraska companies are 
in a good cash position, and that it 
would be unwise and unnecessary to 
continue the moratorium in force when 
other states are removing it. Mrs. 
Fairchild said she would not classify 
the companies, as she had been advised 
was to be done in Illinois. 

Commissioner Brown of Massachus- 
etts has announced that restrictions in 
his state will soon be removed, although 
he has not indicated the precise date 
when this action will be taken. 

Commissioner Mortensen of Wiscon- 
sin does not contemplate any steps to- 
ward the lifting of the policy loan mora- 
torium in the state, but pointed out that 
the Wisconsin moratorium act provides 
that companies operating in the state 
must be as liberal with their Wisconsin 
policyholders as with those in any state 
in which they do business, so that lift- 
ing the ban in other sections would vir- 
tually lift it in Wisconsin. 


Position of Illinois 


Superintendent Palmer of Illinois, in 
the east to attend a meeting of the sub- 
committee of the committee on valua- 
tions of the commissioners’ convention, 
said that he expects restrictions on life 
policy loans and surrender values in II- 
linois to continue in effect until Dec. 31. 
He said he had no fixed ideas on the 
subject of security valuations but that 
he considered the mortgage valuation 
problem one an important subject for 
consideration. 


Over 600 Veterans Banquet 


Over 600 attended the annual conven- 
tion and banquet of the veterans of the 
home office and district office clerks of 
the Western & Southern Life in Cin- 
cinnati. President Charles F. Williams 
announced that 31 percent of the com- 
pany’s employes have been in service 
for five years or more. He presented 
gold emblems to 5, 10, 15 and 20-year 
classes, gold watches to the 25-year 
class, diamond pins to the 30-year class, 
and a gold plaque and $350 to the 35- 
year class. On behalf of the directors 
Clyde P. Johnson, vice-president, pre- 
sented President Williams a gold busi- 
ness card suitably inscribed. 








Life Company Ju >. 30 Figures 








(As filed with the Georgia 1 








cnee Department) 


Six Mos. Six Mos. 
Company Capital Assets Surplus Income Disburs. 
pS Se Qe eee $ 500,000 $1,044,581 $ 175,000 $ 132,784 $ 138,254 
CD ME 6c cabecsae cae 100,000 ,575,857 58,937 482,739 465,302 
Continental Assur., Ill. ..... 1,000,000 18,246,928 2,238,751 2,275,223 1,827,416 
Continental Life, Mo. ...... 00,000 17,521,375 356,105 2,196,345 2,099,194 
lanier cui Ete © 375,000 14,603,731 345,195 2,591,575 2,497,528 
eee ee. 98,663,657 56,537,515 9,417,790 8,661,695 
Guaranty Life, Ga. ......... 100,000 185,008 17,456 95,485 95,978 
Life & Casualty ........... 1,500,000 13,212,309 375,033 3,053,338 2,905,161 
i ee wees eeeuwes ss 100,000 5,382,324 300,230 5,276 391,078 
Minnesota Mutual .......+. — seses 29,512,411 ,050,372 3,766,775 3,379,368 
De Ce cecsececeoece 125,000 1,166,822 103,704 77,962 434,258 
POO . BEAM .cccccicccse § seeee 169,005,628 5,731,760 15,715,145 13,970,037 
Progressive Life, Ga........ 25,000 40,261 5,217 47,262 _ £4,325 
DE  cccegeavesgqaséavaee \ 79,614,778 3,490,056 9,569,684 7,752,858 
Reserve Loan 11,406,436 76,234 1,370,883 1,408,753 
Volunteer State 22,628,507 , 512,426 2,238,943 2,731,374 
Tee CORON on caccccsccece 2,500,000 322,319,691 13,436,700 28,649,082 37,437,17 








Program Now Completed for 
Session of General Agents 





TEN GROUP LEADERS NAMED 





Outstanding Managers to Conduct De. 
partmental Conferences at Meet- 
ing in Chicago Sept. 26 





The complete program for the gen- 
eral agents and managers session to be 
held in Chicago Sept. 26 in conjunction 
with the annual meeting of the National 
Association of Life Underwriters has 
now been announced. 

The speakers for the morning meet- 
ing have already been announced. They 
are M. A. Linton, president Provident 
Mutual Life; Ralph Hamburger, genera! 
agent Northwestern Mutual Life, in 
Minneapolis, and Fred Healy, Curtis 
Publishing Company. 

The general agents and managers who 
will be in charge of the group sessions 
in the afternoon are as follows: 

Lloyd Patterson, Massachusetts Mu- 
tual, New York, “How Can We Sup- 
port Mental Attitude of Older Agents?” 

Paul Clark, John Hancock, Boston, 
“General Agents Budgetary Control— 
What is it and How Accomplished?” 

R. A. Trubey, Guardian Life, Fargo, 
N. D., “Personal Production of Busi- 
ness by the Managers.” 


Notable Are on Program 


R. G. Engelsman, Penn Mutual, New 
York, “What New Problems in Selec- 
tion has the Depression Brought?” 

G. E. Lackey, Massachusetts Mutual, 
Detroit, “Should the Manager of To- 
day Train His Men to Sell Policies or 
Programs?” 

M. Jay Ream, Mutual Benefit, Pitts- 
burgh, “Use of Motivation in Selling and 
Teaching New Agents to Use It.” 

H. G. Kenagy, Sales Research Bu- 
reau, “What Should Be Done With the 
Newly Appointed Agent?” 

G. D. Curry, Bankers Life of Iowa, 
Minneapolis, “What Rural Agency 
Building Is Desirable Today?” 

C. D. Connell, Provident Mutual, New 
York City, “Time Control as a Sales 
Factor Today.” 

S. C. H. Taylor, Sun Life, Cincin- 
nati, “Organized Sales Talks.” 


Research Bureau Conducts 


Seminar for Eastern People 





About 12 agency officials of com- 
panies in the east and Canada are at- 
tending a seminar at Rye, N. Y., con- 
ducted by the Sales Research Bureau. 
The bureau officials who are in charge 
are Manager John Marshall Holcombe, 
Jr., Assistant Manager H. G. Kenagy, 
L. J. Doolin, L. S. Morrison and K. R. 
Miller. This is the second seminar 
which the bureau has conducted this 
season. Among the questions being dis- 
cussed are: 

How can the agency department make 
sure that its program will contribute to 
the financial progress of the company: 
How can a company determine the 
amount and quality of new business tt 
should write? How can the agency de- 
partment secure the needed cooperation 
from other departments in the home of- 


ce? 

What should be the set-up of the 
agency department organization? How 
can the agency department determine 
whether it should seek to grow by ex 
tensive cultivation of territory or by im- 
tensive cultivation? What can be done 
to improve the stability and productive 
capacity of the agency force? 

What is the proper function of the 
agency department in promoting better 
agency building methods? How can 
general agents, managers and agents be 
compensated so as to insure that the 
company gets what it pays for? 
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Canadian Superintendents 
Elect Hartley President 


The Association of Insurance Super- 
intendents of Canada elected R. P. 
Hartley president at its annual meeting 
in Toronto last week. Mr. Hartley, who 
is deputy attorney-general of New 
Brunswick, succeeds Charles Heath, 
Manitoba superintendent. H. R. Stew- 
art, Prince Edward Island superintend- 
ent of insurance, was elected vice-presi- 
dent, and R. Leighton Foster, Ontario 
superintendent, was reelected secretary. 

A large proportion of the 29 recom- 
mendations for changing the uniform 
Canadian life insurance law were re- 
iected by the superintendents. A pro- 
posal that every participating policy shall 
state in what manner any surplus or 
profits shall be allocated evoked much 
objection from company officers and it 
was agreed that a life policy should 
merely state whether it was participat- 
ing or not. 


Insurance “Racket” in Indiana 


Commissioner McClain of Indiana has 
received reports that persons under va- 
rious aliases are perpetrating frauds on 
surviving members of families recently 
bereaved. A plausible story is told of 
the deceased having had a policy in 
some named company, of which the 
family was ignorant, and that if the 
family will fill out a form this self- 
styled representative will proceed—then 
comes the joker, a deposit of $5 or 
more is necessary for the expense of 
investigation, etc. After payment of 
the requested amount the sympathetic 
caller vanishes and no further word is 
ever received. 

[The commissioner has several com- 
plaints from victims of this racket. He 
has always called attention to the fact 
that no expenditure is necessary to col- 
lect on an insurance policy and warned 
against making payments to anybody 
for such purpose. Descriptions of the 
persons involved have been turned over 
to the state police. 











Joint Rally at Hot Springs 
Celebrating the close of the William 
Alexander anniversary campaign, the 
Equitable Life general agencies of 
Homer Jamison, Oklahoma City; L. G. 
Moses, Little Rock, and M. A. Nelson, 
St. Louis, held a rally and sales confer- 
ence Sept. 10-12 at Hot Springs Na- 
tional Park, Ark. Speakers there in- 
cluded John A. Patton, New York, as- 
sistant sales supervisor; Roy R. Hale, 
southern division superintendent; W. M. 
Rothaermel, central division superin- 
tendent, and E. L. Carson, Milwaukee 
general agent. 

_The A. M. Embry general agency, 
Kansas City, followed the Oklahoma 
City, Little Rock and St. Louis staffs 
into Hot Springs for a similar rally and 
sales conference Sept. 14-16. 


Aetna Life to Pay Claim 


Commissioner Brown of Massachu- 
setts has announced that the Aetna Life 
has agreed to pay the $100,000 claim on 
the life of P. M. Tucker of Brookline 
which it had contested on the ground 
that the assured committed suicide after 
threatening to end his life if he were not 
granted a loan in excess of his cash 
value. 





Way With Mutual Life 


_ Walter H. Way, after 22 years in the 
foreign shipping business, starting as an 
office boy and retiring as vice president 
ot Trosdal, Plant & LaFonta Company, 
‘Ss now connected with the Savannah, 
Ga., agency of the Mutual Life of New 
York. He became interested in insur- 
ance through the enthusiasm and suc- 
cess of his brother, who has been dis- 
trict manager of the Mutual Life at 
Brunswick, Ga., for more than 20 years. 





Cash Values Now 
Safe in 12 States 


(CONTINUED FROM PAGE 1) 


Idaho (up to $250 annual premiums), 
Indiana, Iowa, Kansas, Kentucky, 
Louisiana, Maryland (up to cash values 
of $500), Massachusetts, Michigan, 
Minnesota, Mississippi (up to cash val- 
ues of $10,000). Missouri (up to annual 
premium of $500), Montana (up to $500 
annual premiums), Nevada (up to $500 
annual premiums), New Jersey, North 
Dakota, Ohio, Oklahoma, Oregon, Penn- 
sylvania, South Dakota, Tennessee, 
Texas, Utah (up to $500 annual pre- 
miums), and Wyoming. 





Must Remove Demand of Too 
Great Insurance Liquidity 





(CONTINUED FROM PAGE 1) 


companies or municipalities for which 
reorganizations have already been 
planned, and through which new securi- 
ties, on a sounder basis, will be issued 
to replace those in default. In addition, 
we have three municipal obligations that 
are in default as to interest solely be- 
cause of city funds being temporarily 
impounded in restricted banks. This 
condition must be considered as only 
temporary. These three municipals that 
are in default as to interest amount to 9 
percent of all our defaulted bonds. We 
can, therefore, safely say that 44 percent 
of our defaulted bonds will soon become 
income-producing. The remainder of 
our defaulted bonds are well secured and 
should again become interest bearing 
upon a return to more normal condi- 
tions.” 

“The mortgage and real estate prob- 
lem is apparently becoming less acute as 
the nation’s recovery plans progress,” he 
said. “During recent months a slowing 
down of mortgage foreclosures has been 
quite noticeable, and our acquired city 
properties are becoming more active 
from an income-producing standpoint. 
There have been more frequent over- 
tures for purchase of our realty hold- 
ings.” 


No Break for 487 Weeks 


Miss Josephine B. Lincoln of the 
Homer Jamison agency of the Equitable 
Life of New York in Oklahoma City 
has produced an application for 487 con- 
secutive weeks. She has to her credit a 
total paid business of $2,077,945 on 597 
lives. During a recent siege of illness 
lasting a number of weeks, Miss Lin- 
coln insisted on carrying on telephone 
solicitation in order to keep up her 
record of an application every week. 
She is secretary of the Oklahoma City 
Life Underwriters Association. 


Gorowitz With Franklin Life 

G. W. Gorowitz, supervisor of the 
Morris Fishman general agency for the 
Lincoln National in Detroit, has been 
appointed manager there for the Frank- 
lin Life, following the recent resigna- 
tions of J. E. Morrison, state manager, 
and H. E. Fritschle, city manager. 


Round Out Ten Years 


W. O. Barnes, Newark manager of the 
Washington National of Chicago, has 
rounded out ten years of continuous 
service with the company and in recog- 
nition of the event his agency force at- 
tached to the office staged an “anniver- 
sary week,” which resulted in a large 
volume of new business. 








Bankers Life Managers to Meet 


The annual conference of agency 
managers of Bankers Life of Des 
Moines will be held at the home office 
Oct. 1-2. About 70 managers are ex- 


pected to attend. 
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The Nylic Agent’s 
Life Income. 


It is as true of the man in the field selling 
insurance as of the one who buys that the 
sunset years of life should be financially se- 
cure and free from money worries. 


New York Life agents who measure up to 
the standards set by the Company and who 
stick to the “Nylic” program for 20 years 
are able to take longer vacations, to travel, 
and to retire on a certain life income. No 
matter what may happen to their other in- 
vestments, these faithful agents are finan- 
cially secure in their later years, for they can 
always rely on their “Nylic” income. Yet 
most of them, enjoying the work, continue 
to insure their clients after 20 to 50 years of 
service, thus adding substantial commissions 
to their independent incomes. 


“Nylic,” in short, provides much the same 
incentive for the Agent as has prompted the 
growing popular interest in annuities. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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For THEIR safety 


HOUSANDS of parents throughout the 

Great Southern territory are entrusting the 
future financial security of themselves and chil- 
dren to the strength and stability of the Great 
Southern. This business, placed by our repre- 
sentatives, working on a direct-with-company 
contract, has meant thousands of dollars in com- 
missions for these men. 


During the past month, our representatives have 
been unusually successful. With more persons 
turning to Life Insurance and with direct home- 
office assistance our representatives will be able 


to show a substantial increase in earnings. 


Those who wish to participate in this opportunity 
are invited to write the home office. 


Sd 





GREAT SOUTHERN 


LiFe ~INSURANCB COMPANY 





E. P. GREENWOOD, President HOUSTON, TEXAS 








Survey of Women Agents in 
New York City Field Made 


(CONTINUED FROM PAGE 3) 


discouraged and give it up. The women 
in this agency write both men and 
those of their own sex, but Miss Co- 
wick believes that it takes a woman to 
teach a woman life insurance and she 
looks forward to the day when the 
companies will recognize this and 
establish some agencies with women 
managers. There is a splendid field open 
to them for life insurance in the recent 
depression has proven its stability and 
importance in economic life. 

One of the best producers in the 
business is Miss Emma Ditzler of the 
J. M. Fraser Agency, Connecticut Mu- 
tual, who is in her 451st consecutive 
week of production. Miss Ditzler con- 
centrates her efforts on women. 

It seems to be a conceded fact that 
in the last two or three years women 
agents have not fared so well from the 
general point of view. However, a 
checking up of the agencies in the city 
reveals a number of women agents 
added during the past year. The New 
York Life, which formerly had a reg- 
ularly organized woman's unit, has 
about 100 women agents, concentrated 
in numbers of 25 or less throughout 
the city. 

The J. Elliott Hall Agency has four 
women agents, the Charles B. Knight 
Agency, Union Central Life, has three. 
One of the latter, Miss L. E. Grieve, 
brought out an interesting point in 
that she believes women have a unique 
advantage in selling life insurance to 
men because they can present it from 
a woman’s standpoint. 

The Equitable Life of New York has 
one woman general agent, Mrs. Ray 
Sundelson, who has an agency of about 
100 people, 15 percent of whom are 
women. 

Most general agents interviewed de- 
clared that their women agents had not 
been in the business long enough for 
them to pass fair judgment on what 
the ladies may accomplish. 





Detroit Secretary Resigns 
Clinton F. Criswell Will Leave His Ex- 
ecutive Work With the Life Under- 
writers Organization 








Clinton F. Criswell, who came into 
prominence as the first full-time paid 
secretary of the Cleveland Life Under- 
writers’ Association in 1919, and served 
as managing director of the Chicago 
underwriters from 1925 to 1928, has re- 
signed as executive secretary of the 
Qualified Life Underwriters, Inc., which 
is the life underwriters’ association of 
Detroit in reorganized form. 

Mr. Criswell suggested some time ago 
to the Detroit committee appointed to 
study a plan of reorganizing the associ- 
ation, that he be given the assignment, 
which was done by appointment last 
January. The plan had been to amalga- 
mate the managers’ group, known as the 
Associated Life General Agents & Man- 
agers of Detroit, Inc., with the Supervi- 
sors Association and the Detroit Life 
Underwriters Association. 
hensive committee was appointed to co- 
operate with him in the incorporating of 
the new organization, drafting of suit- 
able by-laws and making the new setup 
effective. 
agent of the Ohio State Life, was chair- 
man of this committee, and its personnel 
consisted of some of the leading agents 
and general agents and managers. 
Twenty-one meetings were held before 
the whole plan was reported out on the 
floor for discussion; and was then 
adopted unanimously by the parties at 
interest. Offices for the association 


buiding. 
According to one of the directors, Mr. 
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Tells How Effect of False | 
Representations Avoided | 





How assureds are able to avoid the 
effect of false representations in the ap. 
plication was analyzed by Attorney |. 
L. Bomberger of Hammond, Ind., in a 
paper presented at the first fall meeting 
of the Chicago Life Insurance Lawyers 
Club. 

Often the argument was made tha; 
the answer in the application, althvzg) 
false, expressed the bona fide belief o 
the applicant. Then there is the conten- 
tion that the question was so framed, 
that the applicant could not have certain 
knowledge in making the answer. Again 
the point is raised that the question was 
ambiguous. Sometimes, it is charged 
the applicant, who can’t read or write, 
gave the proper answer but the agent 
or examiner recorded it incorrectly. 

Then again the argument is made that 
the agent or examiner knew the true 
facts, but passed them off as imma- 
terial. Sometimes, the contention is that 
the answer was such as to suggest fur- 
ther inquiry on the part of the insurer, 
and failing to make such inquiry the in- 
surer waives its defense. On other oc- 
casions it is argued the applicant did 
not understand the question. 

Mr. Bomberger said the tendency oi 
the courts has been to regard the state- 
ments in the application as representa- 
tions and not warranties. This has not 
been an unmixed evil because formerly 
insurers often took extreme positions as 
to these statements. 

J. F. Sheen asked whether much liti- 
gation might be avoided if fewer ques- 
tions were asked, perhaps not over four, 
and instead of asking whether the ap- 
plicant had ever suffered any of the fol- 
lowing diseases and then listing a large 
number of them, merely asking the blan- 
ket question. He suggested also that 
the applicant be required to fill in the 
application in his own handwriting. 

Mr. Bomberger said the tendency has 
been in the direction of fewer questions. 
He told some of the questions asked in 
the application of the American Popular 
Life in the 1870’s. They included: How 
often do you bathe? What do you wear 
next to your skin? Do you understand 
the laws of health and do you follow 
them? ; 

L. A. Stebbins, perpetual president of 
the club, told the story of a claim ex- 
perience and W. V. Brown analyzed 
current decisions. 


Fraternal Delegates Named 


The Association of Life Insurance 
Presidents will be represented at the an- 
nual meeting of the American Life Con- 
vention at Chicago, Oct. 11-13, by a spe- 
cial committee of fraternal delegates: 
M. A. Linton, chairman, president 
Provident Mutual Life; L. A. Lincoln, 
vice-president and general counsel, Met- 
ropolitan Life; H. S. Nollen, president, 
Equitable Life of Iowa, and FE. & 
Rhodes, vice-president, Mutual Benefit 
Life. 











A compre- ' 


H. E. Van de Walker, state | 


were opened at 1309 First National Bank | 


Criswell said he had only planned on | 


spending one year at the job, and took tt 
largely because of his feeling that his 
long experience in association work 
might be of value in building up @ 
stronger organization in Detroit. The 
work, however, has been accomplished 
in about eight months. 

It is understood that Mr. Criswell 
plans to stay in Detroit, and announce- 
ment of his future connection will be 
watched with interest. His resignation 
is effective as of Sept. 30. No an- 
nouncement has been made by the di 
rectors as to the possibility of employ- 
ing his successor, but it is likely that the 
managers’ association will take a hand 
in the matter, as Mr. Criswell also acted 
as executive secretary of that group, and 
increased its membership by personal 
solicitation, especially of the smaller 
agencies. Approximately 70 agencies 
are now cooperating with the Qualified 
Life Underwriters. 
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Claim Men Meet 
at Atlantic City 





(CONTINUED FROM PAGE 4) 


their effect. Basically the company pos- 
sesses knowledge of the business it con- 
ducts and a keen sense of responsibility 
to the public. An agent who is deplor- 
ably lacking in knowledge and _ loyalty 
to his company and the public, does not 
truly represent the company at all, and 
no good can be derived from letting 
him pose as a representative. 

The same is true of an investigator. 
He must know something about the 
business or he will have no appreciation 
of what he is trying to accomplish. If 
he starts out with the conviction that 
every claim is invalid and approaches 
his informants with declarations to that 
effect, or if he is the kind of individual 
who irritates everybody he comes in 
contact with and excites suspicion or 
controversy everywhere he goes, he will 
every day accomplish some harm to the 
business he serves. He should be given 
some other kind of work to do. The 
same is true with the adjuster who ap- 
proaches his job with the conviction that 
somewhere in every claim there must 
be found an excuse for reducing or re- 
jecting it. 

Urges Educational Campaign 


Mr. Hickey concluded that some of 
the causes of troublesome claims might 
be eliminated to some extent by a cam- 
paign of education among the agents and 
the application of severe penalties against 
disloyalty to either the company or the 
public. 

An interesting program of entertain- 

ment was reported by the chairman of 
the entertainment committee, W. A. 
Dennis, chief claim adjuster of the Pru- 
dential. 
_ Rollin M, Clark, deputy New York 
insurance superintendent, read a paper 
on causes of complaints to the insur- 
ance department, followed by a lively 
discussion, 

Over 200 delegates are in attendance 
at the convention. In accordance with 
the custom of the association the chair- 
man of the executive committee, L. D. 
Erion, manager claim department of the 
Travelers Health Association, presented 
to President Hickey a handsome silver 
mounted gavel. 


Nine Fundamentals Outlined 


F. L. Templeman, manager accident 
and health department of the Maryland 
Casualty, as association treasurer, re- 
ported a satisfactory gain in assets. 
Mayor Harry Bacharach of Atlantic 
City welcomed the association. 

_Mr. Erion, as chairman of the execu- 
tive committee, said the committee ear- 
nestly recommended close cooperation 
and team work among claim men, as 
only in this manner can the assets of 
the companies in which all policyholders 
have an interest be protected against 
depletion. 

Nine fundamentals in the handling of 
claims were outlined by J. C. Smith, 
Greensboro, N. C., attorney. 

The claim department of every insur- 
ance company should be manned by the 
best talent available, said Mr. Smith. 
lhe claim department head should have 
a legal training. Prompt, intelligent, 
Persistent effort should be exerted to 
= ze, investigate and dispose of every 
Claim, 

Procrastination Breeds Difficulties 


lf claims cannot be disposed of im- 
mediately, every effort should be used 
to eliminate the possible difficulties so 
the case may be delivered to the trial at- 
torney in the best condition possible. 
Cooperation between the claim, medical 
and legal departments is essential. Only 
experienced and capable attorneys 
should be selected to handle litigation. 
he case must be carefully prepared for 
trial. \t least one home office official 
should attend trials of any consequence. 
The home office counsel should contact 


the local counsel and in unusual or im- 





portant cases the home office counsel 
should be present at the trial. 

Stressing the desirability of prompt 
handling of claims and disposition of 
claims, Mr. Smith said that slow settle- 
ments breed legal difficulties. Procras- 
tination creates conditions rendering 
favorable results to the company im- 
possible. “If a case is intelligently and 
promptly analyzed, an investigation in- 
telligently directed while facts are 
fresh in the minds of witnesses, and 
complete autopsies made by capable 
physicians while bodies are available, the 
probabilities are that a clear record will 
be built up establishing the facts as they 
in reality exist. If this is not done a 
wide gap is left open for facts to be 
distorted, the truth concealed and fre- 
quently unsurmountable legal difficul- 
ties created.” 

Secretary Graham’s Report 


The Tuesday session started with the 
reading of the report of Secretary Louis 
L. Graham, chief adjuster Business 
Men’s Assurance of Kansas City, He 
said that while the past year had been 
a troublesome one for all claim men, 
the cooperation of the members and fel- 
low workers had been most loyal and 
cordial. Most of the 18 resignations 
which occurred during the past year 
were from companies that reinsured. 





One new member was added. At 
present there are 153 member com- 
panies in the association. 

Four members have died since the 
last convention. These were David N. 
Case, chief adjuster Travelers: E. G. 
Robinson, secretary-treasurer National 


Masonic Provident of Mansfield, O.; 
Ira Libby, secretary Commercial Trav- 
elers Eastern Accident, Boston, and 
John W. Carroll, chief adjuster Aetna 
Life, Chicago. 


Silver Anniversary Next Year 


Mr. Graham stated that next year 
will be the 25th anniversary of the as- 
sociation and should therefore be the 
banner year. The membership should 
be increased to at least 200. 

E. D. Millea, assistant chief of the 
claim department, Equitable Life of 
New York, reported as chairman of the 
press committee. He said that the 
proper degree of publicity had never 
been given the activities of the asso- 
ciation and that the claim man had al- 
lowed some other departments to stress 


their importance, while he went on 
vainly trying to correct underwriting 
mistakes. The committee therefore 


contacted the various insurance maga- 
zines which were entirely willing to 
print any news items given them. 

Dr. Frank S. Rossiter, Carnegie Steel 
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Company of Pittsburgh, spoke on trou- 
blesome claims from carbon monoxide. 

The annual banquet was held Tues- 
day evening. 


Commissioners’ Committee 


on Valuations in Session 


NEW YORK, Sept. 14.—The sub- 
committee of the committee on valua- 


tions of the National Convention of In- 
surance Commissioners is meeting at 
the office of the New York department 
here to consider the formula to be em- 
ployed by companies in reporting an- 
nual statements for 1933. In addition to 
Superintendent Van Schaick, members 
of the committee are Dunham, Connecti- 


cut; M. L. Brown, Massachusetts; 
Pamer, Illinois; Warner, Ohio, and 


Gough, New Jersey. 

The feeling among company men is 
that it would be desirable for the state 
authorities to determine a permanent 
basis of valuation instead of a formula 
influenced by fluctuating market quo- 
tations. As against this the commis- 
sioners point out that economic con- 
ditions the past four years have been 
such as to make imperative the adop- 
tion of emergency measures. 











ETHELBERT I. LOW, 
Chairman of the Board 
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Agency at St. Louis 


the Broadcast from New York, 





Launching the New Deal 


Last week President James A. Fulton of the Home Life, sitting at his desk 
in the Home Office Building in New York City, spoke into his telephone 
mouthpiece and the message was carried to the field organization of the Com- 
pany through a new national hook-up of telephone broadcasting. 

In the Company’s agencies the local agency force was gathered to hear 
President Fulton thus launch the “New Deal” of the Home Life’s own 
“Recovery Program.” 

This new deal called for the intensive cooperation of every man in the 
field and particularly of a select group of 300 “shock troops” whose participa- 
tion in a special program for the remaining weeks of the year was immediately 
signified by telegram to the Home Office. 

This is another illustration of the close cooperation between the “agency- 
minded” officers of the Home Life and the field organization. 
which will keep the Home Office and field more closely bound in their unified 
interests as time passes, this direct and personal touch being one of the impor- 
tant factors in field work. 


HOME LIFE INSURANCE COMPANY 
New York, N. Y. 


On Agency Matters address 
CECIL C, FULTON, JR. 


Superintendent of Agencies 


It is a plan 


JAMES A, FULTON, 
President 
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Doubters are Fewer 


The ranks of the skeptics who 
question the necessity for adequate 
life insurance for a family provider 
have certainly decreased. 


Many such doubters have, 
through adversity, them- 
selves experienced the 
same _ discouragements 
and heartaches to which 
the wives and children of 
uninsured men almost in- 
variably fall heir. 


There should be little diffi- 
culty in convincing them 
of the duty that is plainly 
theirs — the protection of 
their dependents. 


Tell them this) EVERY year is a 
DEPRESSION period for pen- 
niless women and children. 
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General American 
Now in Operation 
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He bases this on the belief that Presi- 
dent Nardin of the Missouri State was 
responsible for having the General 
American organized. “It is our opin- 
ion,” Mr. Senff stated, “that the pres- 
ent management of the Missouri State 
would have wrecked any insurance 
company in the country and that no 
new company would have a chance to 
succeed under that management.” 


Cites Repayment of Loan 


Mr. Senff cited the payment by the 
Missouri State of $327,000 to a St. 
Louis bank on a loan, which Mr. Senff 
alleges was illegally made. Part of 
this payment, he said, was made while 
the commissioners were endeavoring to 
determine the solvency of the Missouri 
State. Some of the directors of the 
Missouri State, he declared, are also 
directors of the bank. 

Mr. Senff said Talbott favors reor- 
ganizing the Missouri State, placing at 
its head the most outstanding insurance 
executive that can be found and giving 
him full authority. Mr. Talbott sug- 
gests that he be installed for a period 
of years with sufficient of the stock of 
the Missouri State trusteed so as to 
insure continuous management. Mr. 
Talbott has agreed that if this is done 
he will cause the Missouri State stock 
owned by the Kentucky Home to be 
trusteed. He quotes Arthur Coburn as 
stating at a recent meeting in St. Louis 
that the Missouri State Life underwrit- 
ing was rotten, its management faulty 
and its expenses criminal. 

Mr. Senff asked the other commis- 
sioners to communicate with him. 

Mr. Senff also encloses copies of tele- 
grams between Talbott and O’Malley 
which burned up the wires. They con- 
cern the valuation of the Missouri 
State assets. 


Supreme Court Appeal 


Henry Weinberg, a policyholder of the 
Missouri State, through Attorneys H. J. 
Gordon and D. M. Hall has filed notice 
that an application for a writ of prohi- 
bition will be presented to the Missouri 
supreme court Saturday to restrain Cir- 
cuit Judge Hamilton of St. Louis from 
proceeding further in the transfer of the 
assets of the Missouri State to the Gen- 
eral American. 

Weinberg charges transfer of the as- 
sets was wholly without authority of 
law. He alleged policyholders of the 
Missouri State were given no legal no- 
tice of the application for a receiver and 
that they had no opportunity to examine 
the terms of the sale contract. 

Weinberg contends before the con- 
tract is finally authorized opportunity 
should be given for the policyholders to 
intervene and a more searching investi- 
gation made of the consideration offered 
for the Missouri State. 

The General American has been li- 
censed in Missouri and has applied for 
licenses in California, Texas, Oklahoma, 
Kansas, Nebraska, Minnesota, Iowa, II- 
linois, Michigan, Ohio and Pennsyl- 
vania. 

The accident and health policies, group 
life and group accident and health poli- 
cies that are now in effect have not 
been affected by the new arrangement. 

Should such poicyholders cancel they 
suffer the short rate penalty instead of 
getting a pro rata return as would ordi- 
narily be done under a receivership. 


COCHRANE REITERATES PLEA 


DENVER, Sept. 14——Commissioner 
Cochrane of Colorado has made a sec- 
ond plea to bring the defunct Missouri 
State under the operation of the Colo- 
rado “solvency” law, although his first 
suggestion was declined by Superinten- 
dent O'Malley of Missouri, on the ad- 
vice of counsel that Missouri courts 
cannot apply Colorado statutes. Com- 








missioner Cochrane’s latest telegram to 
O’Malley is: 

“Obviously from your statement, 
‘Missouri courts cannot apply Colo. 
rado statutes,’ my proposition has been 
wholly misunderstood. At the last ses. 
sion of our legislature a statute was 
passed designed to handle just such sit. 
uations as you are confronted with in 
the Missouri State Life, and, as this 
is the only legislation of the kind in 
existence, the Colorado method should, 
in all fairness, be placed before the 
court. By a study of our statute yon 
will see that further loss cannot be in- 
flicted upon the policyholders, and that 
the company will not only be saved 
from bankruptcy, but will be forever 
immune from insolvency. The Missouri 
court is not called upon to apply Colo- 
rado statutes, but merely to direct that 
the company be reincorporated in Colo- 
rado. With this done, the entire prob- 
lem is solved. An impaired legal re- 
serve life insurance company invariabl 
has sufficient resource within itself to 
reinsure itself. It does this by the ab- 
sorption of its deficiencies. I trust 
therefore that your petition, setting 
forth the contention of this department, 
will be submitted to the court.” 


HERSHEY ILLINOIS RECEIVER 


H. B. Hershey, official liquidator of 
the Illinois department, has been ap- 
pointed receiver in Illinois for the Mis- 
souri State. The appointment was 
made in circuit court in Chicago on 
motion of the attorney general at the 
instance of Insurance Director Palmer. 

Another petition for receivership, 
which was brought before the federal 
court in Chicago by Attorney Max 
Goldberg, was dismissed. 


EFFECT ON KENTUCKY HOME 


LOUISVILLE, Sept. 14.—If action 
of the Missouri department in permit- 
ting stock of the Missouri State to be- 
come worthless is permitted to stand 
the policyholders of the Inter-Soutiiern 
Life, which was reinsured by the Ken- 
tucky Home Life, can expect that the 
lien of 60 percent then placed on their 
policies will be increased considerably. 
The Missouri State holdings of the 
Inter-Southern were being carried at 
about $2,500,000. 

While this does not represent impair- 
ment in Kentucky Home Life stock, 
which is really acting as trustee for 
Inter-Southern policyholders, it does 
represent further impairment in the 
value of Inter-Southern assets. 

Any further increase in lien on Inter- 
Southern policies is almost certain to 
reduce premium income as the policy- 
holder is certain to question the advisa- 
bility of continuing premium payments, 
provided he is young enough and in 
physical condition permitting him to 
secure other insurance of known value. 


Prize Winning Cities in 
Membership Work Named 


The jury of awards, of which Elbert 
Storer of Indianapolis is chairman, 
which was appointed to select the win- 
ning local associations in the membert- 
ship campaign of the National .Associa- 
tion of Life Underwriters has rade its 
report. 

In the eastern district, the first prize 
goes to Richmond, Va., second to Hart- 
ford. In the central district, the first 
prize goes to Birmingham, Ala., second 
prize to Louisville. In the western dis 
trict the first prize goes to Lincoln, Neb. 
and second to Houston, Tex. . 

There is a special additional prize of 
$50 which went to Birmingham. 


Industrial Conference Change 


The annual meeting of the Industrial 
Insurers Conference, originally set fF 
Oct. 11-13, will be held Oct. 16-18 at 
French Lick Springs, Ind. The change 
in date was made to avoid a conflict 
with the American Life Convention, 
which meets in Chicago Oct. 11-19. 
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Riehle, Anderson 
Fight Warms Up 


(CONTINUED FROM PAGE 2) 


tions for 19 years, and who in the na- 
tional association, in addition to his 
other association activities, has been 
second, first, and now senior vice-presi- 
dent, should have been given the unani- 
mous recommendation for the presi- 
dency. The advisory nominating com- 
mittee states in its own report that 
Anderson is well qualified as to ‘fitness 
for this high office’ He, also, has 
the qualities of leadership, and the 
necessary time and energy to fulfill the 
responsibilities of president of the na- 
tional association. Certainly the office 
of president requires no more time than 
he has been accustomed to giving to 
association work for the past several 
years. He has demonstrated his capa- 
bility and has had more experience 
than any other officer in the national 
association. 





Advisory Committee Is Criticized 


“We do not criticize any member of 
the advisory nominating committee but 
we do feel that they erred in selecting 
the formula which was used in reach- 
ing their conclusion for the recommen- 
dation for the office of president. Every 
other officer, except Mr. Anderson and 
Mr. Riehle, was advanced by them in 
a regular line of succession. For the 
presidency, alone, they decided to tab- 
ulate endorsements based upon reports 
from a minority of associations and a 
minority of membership. The advisory 
nominating committee, in their letter 
to local association presidents, sent out 
under date of June 1, did not ask for 
endorsements. They requested recom- 
mendations as follows: ‘Please give 
this matter serious and prompt consid- 
eration, and send to us your recom- 
mendations for these offices above 
listed (the presidency included). Send 





as many names as you may wish to 
submit. It would be particularly help- 
ful to us if you tell us why you rec- 
ommend the various individuals to of- 
fice. If you will do your part, telling 
us who you want and why, we give 
you our word we will do ours. We 
shall make a careful analysis and study 
of all names suggested, and submit an 
unbiased and impartial report.’ That 
being their request, it seems peculiar to 
us that they base their recommenda- 
tion purely upon endorsements. 


Aroused by Duffs Move 


“In the past several years, the sen- 
ior vice-president and logical candidate 
for the office of president made no 
particular effort to secure association 
endorsements feeling that consideration 
would be given notwithstanding. We, 
in Cincinnati, were led to believe that 
it would not be dignified to campaign 
for the only logical candidate. No ef- 
fort was made, outside of Ohio, until 
several weeks after a letter had been 
sent to all associations by Wm. M. 
Duff requesting the endorsement of Mr. 
Riehle. By that time, most associations 
had adjourned for the summer months. 


Information Was Limited 


“According to the records of the ad- 
visory nominating committee, as of 
July 29, 1933, officers in 22 associations, 
or 40 percent of the total endorsing 
Mr. Riehle, had the same company af- 
filiations. This is no reflection because 
it is only natural that these officers 
affiliated with the same company as Mr. 
Riehle would be interested in his elec- 
tion. Records, also, show that at least 
10 associations, or 18 percent of the 
balance, were not aware of Mr. Ander- 
son’s position because of Mr. Riehle’s 
title of first vice-president, or because 
their endorsements were made before 
receiving announcement of Mr. Ander- 
son’s candidacy. It is, indeed, unfor- 
tunate that the advisory nominating 
committee did not make such a simple 
analysis when they met in Chicago on 





July 29, instead of recommending that 
Mr. Anderson retain for another year 
his present position of senior vice- 
president, and asking him to serve the 
association in the same capacity instead 
of bestowing the honor he deserves. 
The committee undoubtedly exercised 
their best judgment with what limited 
information they had available. 


Question of “Regular Ticket” 


“From the above analysis, one can 
readily see why we would take excep- 
tion to Gerald A, Eubank’s form letter 
of Sept. 1, 1933, to presidents of local 
associations throughout the United 
States, asking for support of a ‘regular 
ticket’ headed by Mr. Riehle. We feel 
that the letter is misleading. He states: 
‘These names will be presented to the 
nominating committee as the regular 
ticket at the annual convention.’ There 
is no such thing, as yet, as a ‘regular 
ticket.’ The advisory nominating com- 
mittee merely recommends. The nomi- 
nating committee, alone, which meets in 
Chicago at the convention, has author- 
ity to make an official nominating re- 
port to the convention of a ‘regular 
ticket.’ 

“Later in his letter, it is stated: ‘The 
support of the advisory nominating 
committee’s carefully selected ticket, it 
is assumed, will be the regular order 
of most associations.’ It is not correct 
to assume that this will be the regular 
order. This statement is rather amus- 
ing because last year at the convention 
in San Francisco, when the advisory 
nominating committee left Mr. Riehle 
completely out of their recommenda- 
tions, it certainly was not assumed by 
Riehle’s supporters that the advisory 
nominating committee’s recommenda- 
tions would be the regular order of 
most associations. The Riehle sup- 
porters, together with the balance of 
the real nominating committee, unani- 
mously passed a motion tabling the re- 
port of the advisory nominating com- 
mittee and then proceeded to nominate, 
in their line of succession, the other 





officers. The only exception was that 
Mr. Riehle jumped from third to first 
vice-president ahead of Arthur S. Hol- 
man, who was second vice-president. 

“Mr. Eubank, in his letter, also re- 
quests that associations which have not 
already taken definite action do so im- 
mediately, and so instruct their dele- 
gate. The Anderson for president com- 
mittee, however, hopes that those dele- 
gates not already committed go to the 
convention uninstructed, with their 
minds open upon the subject of the 
presidential candidate, until they learn 
the complete story of facts. If this is 
done, we are confident they will vote 
for and support Mr. Anderson.” 


Lindquist Sues Prudential 


Alleging that it has failed to live 
up to a contract made with him, Gustaf 


Lindquist, former Minnesota commis- 
sioner, has sued the Prudential for 
$100,000. 


He alleges that prior to June, 1932, 
he was employed by the Equitable Life 
of New York in an executive capacity 
with salary and bonuses amounting to 
$8,500 a year or more. He charges that 
he was induced to give up this position 
to enter the St. Paul agency of the 
Prudential on a promise that he would 
earn that much or more and that even- 
tually he would be made a district 
manager. 

These promises, Mr. Lindquist avers, 
were not carried out and he claims his 
standing in the insurance business has 
been damaged thereby. 


Hill Gives University Course 


H. R. Hill, newly appointed Richmond 
general agent for the State Mutual Life 
and president of the Richmond Associa- 
tion of Life Underwriters, will teach a 
class in the principles of insurance in 
the evening school of business adminis- 
tration at the University of Richmond 


this session. 
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Too Easy to Get Out 


J. G. Parker, actuary of the IMPERIAL 
Lire of Canada, in his able talk before the 
Canadian insurance superintendents ana- 
lyzed the factors that have contributed 
largely to surrender of policies for cash 
Mr. Parker regarded this as the 
that life companies 
have had to face. While a certain num- 
ber undoubtedly, as he points out, have 
been surrendered for perfectly natural 
causes, others have been given up where 
the equity might have been saved. Mr. 
PARKER pointed out what he felt were 
four main causes for surrenders and in 
commenting in a general way stated that 
he felt that the companies had made it 
too easy for policyhoklers to secure a 
loan and surrender their policies. They 
have devised plans so that the payment 
of premium can be made more easily. 
That is, the equity in the policy is used 
to continue it in force under the auto- 
matic clause when added effort might 
have produced payment from another 
source and more cash would come to the 
company. Mr, Parker said that when 
no further advances were possible from 


value. 
greatest problem 


Modern Method Employed 


THAT was an interesting experiment 
which proved highly successful when Presi- 
dent James A, Fuuron of the Hom® Lire 
of New York instead of sending out a 
letter or bulletin to agents or holding 
a convention sat at his office on Broad- 
way and talked to Home Lire agents 
the country over in their offices. He 
spoke through a_ national telephone 
broadcast, using his desk phone which 
was relayed to new telephone loud 
speakers used for the first time. The 


John D. Rockefeller’s Advice 


Tuere is something to learn from the 
experience of men who have made great 
successes. JoHN D. Rockeretter, for in- 
stance, has declared that he could not re- 
member when work was ever a strain or 
hardship to him. Mr. RocKEFELLER says, 
“I was trained from the beginning to work, 


the policy it was surrendered. 

Actuaries and all who are delving into 
the subject profoundly are coming to the 
conclusion that there should be some 
greater penalty for the surrender of a 
policy. Companies have been going to 
the extreme in their effort to meet all 
demands and assist policyhoklers beyond 
reason. This has forced the companies 
into the banking field, a function that 
really was not intended for them. The 
banks themselves having failed to meet 
their obligations, the life companies be- 
came practically banking institutions be- 
cause policyholders fell back on them for 
funds. 

There is a natural need for investment 
in connection with insurance. The the- 
orists who cry for pure protection only 
and of divorcement of investment from 
insurance do not realize the fact that 
in order to attract many policyholders 
there must be some investment feature. 
So long as there should be an investment 
feature a company should be protected 
against wholesale runs. This problem is 
being given greater attention. 


agents were gathered in their offices 
when Mr. Futon gave his message. 

We are living in a changing and 
progressive age. This is an entirely 
new plan in a company president get- 
ting in touch with his organization at 
the beginning of an important season. 
Mr. Fvuiton always an _ interesting 
speaker, a man_ replete with ideas and 
what he had to say was received by 
his force and read by others with keen 
interest. 


1s 


to save and to give.” Packed in that sen- 
tence is a mine of wholesome philosophy 
that we can all embrace and follow its 
precepts with great advantage to ourselves. 


“Farrn, hope and charity hold the 


ey 


PERSONAL SIDE OF BUSINESS 





J. A. (“Red”) Dunn, who is with the 
Travelers in Milwaukee, has been named 
backfield coach at Marquette University 
of Milwaukee for the coming season. 
Dunn was Marquette’s 1923 all-Ameri- 
can quarterback and all-around athlete 
during his university days, later playing 
professional football with the Green Bay 
Packers, Chicago Cardinals and other 
teams. Last season he was freshman 
football coach at Marquette. He has 
been with the Travelers for several 
years. 


Karl L. Brackett, San Francisco gen- 
eral agent John Hancock Mutual Life, 
is in an Oakland hospital, recovering 
from a painful spine injury. Mr. Brackett 
expects to be sufficiently recovered to 
attend the convention of the National 
Association of Life Underwriters. in 
Chicago. Mr. Brackett is national execu- 
tive committeeman of the San Francisco 
association. 


John O. Andrews, manager of the 
Denver agency of the Union Central 
Life, celebrated the completion of 20 
years with the Union Central in August. 
Members of the Denver organization 
designated August as “Andrews Month” 
and turned in 112 applications for $345,- 
632. 


Julian Stripe, son of R. H. Stripe, vet- 
eran representative of the Union Central 
Life at Waukegan, IIl., was adjudged 
the best of the men entrants in the Chi- 
cago Music Festival held at Soldiers’ 
Field. Young Stripe, a curly haired youth 
of 19, was acclaimed winner of the com- 
petition when he won all with his ren- 
dition of “The Green Hills of Ireland.” 
Mr. Stripe is now appearing as a soloist 
with a Chicago band, awaiting the open- 
ing of Lake Forest college where he 
will continue his musical training. 


A new consideration of “Life Insur- 
ance Trusts” is presented in a book of 
that title published and written by Guy 
. Horton, an attorney for the National 
Life of Montpelier, Vt. It is designed 
as a working handbook for the drafts- 
man of life insurance trusts. Mr. Horton 
points out that such trusts have become 
important almost over night and the 
prospective use of them is beyond all 
ability to estimate, so that there is in- 
creasing need among lawyers and insur- 
ance men for up-to-date information 
such as is contained in this handbook. 
Mr. Horton is the author of two pre- 
vious books bearing on the legal phases 
of the insurance trust. 


Eugene E. Andrews, _agents’ counselor 
of the de York Life in Chicago, senior 
Nylic and one of its outstanding pro- 
ducers, having been a “millionaire” for 
many years, died after a short illness at 
the age of 64. He had been connected 
with the company since 1893 and was 
an outstanding exponent of the profes- 
sional attitude in life insurance selling. 
The entire contingent of home office 
officials who last week attended the an- 
nual convention of the Top club and 
$200,000 club in Chicago, stayed over to 
attend the funeral services. Mr. Andrews 
was one of the greatest producers in 
this country, in the prosperity period 
having paid for as much as $6,500,000 
in a single year. In spite of this fact, 
his achievements were little publicized, 
largely because he felt very keenly the 
private nature of life insurance and con- 
sidered himself a confidential adviser to 
his clients. He was a man of almost 
massive dimensions, impressive yet 
genial, He rarely permitted a noon to 
go by without lunching with a prospect. 
He concentrated on large cases. Mr. 


Andrews for years had his office in the 
Clearing House branch of the New York 
Life, now directed by Frederick Bruch- 
holz, agency director. 

Ever since joining the New York Life 





plate, but hustle drops in the coin.” 


—_——<_ 


tions in the $200,000 and $400,000 clubs 
being one of the founders of the forme; 
organization, becoming its president jj 
1909 and a life member in 1916. He hej 
charter membership in the $400,000 cly) 
and was president in 1929. His total 
paid insurance in the club from 1897 wa; 
more than $25,000,000. He became ; 
senior Nylic in 1915, when he also was 
appointed agents’ counselor, and in 193 
was named agents’ counselor-at-large. 


J. W. Carroll, chief accident an 
health adjuster in the Chicago brane} 
of the Aetna Life and affiliated com. 
panies, died of a streptococcic infection 
after only a few days’ illness. He had 
been with the office more than 20 years, 
starting under I. W. Brodt, chief ad. 
juster of the branch, as an adjuster 
of burglary claims. Ten years ag 
he became chief accident and health ad- 
juster covering western territory. 


W. Scott Smith, who is on the pro- 

gram for the annual meeting of the Na- 
tional Association of Life Under. 
writers in Chicago, is a native of St 
Louis and represents the Massachusetts 
Mutual Life in that city. Eleven years 
ago he joined the Massachusetts Mu- 
tual after spending several years in the 
title and abstract business. In his first 
three years he produced $250,000 paid 
for insurance per year and in his next 
three years he had an average annual 
production of $500,000 and subsequently 
he attained a pace of $750,000 a year. 
At the beginning of this year he started 
using a new model sales method and 
the first three months his 182 interviews 
resulted in 34 sales. 
Insurance Director Herdman of Ne- 
braska is back in the hospital at Omaha, 
from which he was discharged two 
weeks ago, suffering from a severe heart 
attack. Physicians say that he undertook 
too violent physical exercise after he left 
the hospital. 


— 


Gerard S. Nollen, president Bankers 
Life of Des Moines, who will discuss 
“Life Insurance Investments in Farm 
Mortgages” at the general session of the 
American Life Convention’s annual 
meeting at the Edgewater Beach Hotel, 
Chicago, the afternoon of Oct. 11, is gen- 
erally regarded as among the country’s 
foremost authorities on this subject, 
which is of so much interest to all life 
insurance companies at this time. 

An attempt was made last week to 
kidnap Kendall Thomas, 10-vear-old son 
of Leo F. Thomas, Detroit “millionaire” 
producer, from his grandfather's farm 


near Wickliffe, Ky. While waiting 
for a school bus three men seized 
him, blindfolded and bound him. Young 


Kendall managed to break away and 
escaped up a shallow creek after several 
shots had been fired a at him. 


Dr. J. W. Fisher. medical director 
Northwestern Mutual Life, observed his 
85th birthday Sept. 10. The entire offi- 
cial force of the company on Monday 
celebrated the event in the nature of 2 
surprise to Dr. Fisher. As he entered 
the dining room of the office at noon he 
was greeted with hearty cheers. Presi- 
dent M. J. Cleary on behalf of the offi- 
cial force, presented Dr. Fisher with 4 
leather pocket cigar case upon which his 
initials were neatly embossed in small 
diamonds. A beautiful cluster of 85 
roses and other flowers adorned the ta- 
ble at which Dr. Fisher has been sitting 
for many years. 

Dr. L. W. McKnight. Dr. Fisher's 
father-in-law, was one of the original 69 
men whose applications for life insur- 
ance made it possible for the company 
tr hegin business 75 vears ago. Dr 
McKnight in 1864 was named the first 
medical director and served until! his 





in 1893, Mr. Andrews held leading posi- 





death in 1896. Dr. Fisher. who had been 
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onnected with the department since 
384, succeeded Dr. McKnight. ; 
‘In the field of medical risk selection 
Dr. Fisher is an outstanding figure. His 
arly association with Emory McClin- 
tock, the distinguished actuary, and his 
own genius for research led to various 
medico-actuarial group studies. It is 
generally conceded that it was those 
studies which served as the nucleus for 
the specialized mortality investigation 
inaugurated on behalf of more effective 
and scientific selection of risks and later 
in the medico-actuarial mortality inves- 
tigation. 

‘The outstanding achievement of Dr. 
Fisher, however, was the introduction of 
blood pressure determinations in routine 
life insurance examinations. It is stated 
ys a fact that up to the year 1904 the 
werage physician had little information 
about this subject, but in 1906 the first 
blood pressure reading was recorded in 
an examination for the Northwestern 
Mutual under the direction of Dr. 
Fisher. 

Dr. Fisher has not missed a day at 
his desk for many years, and his vaca- 
tion periods are few and far between. 

A. M. Morrissey, 62, one of the found- 
ers and for some years president of the 
Home Guardian Life of Lincoln, died 
recently at his home there. Mr. Mor- 
rissey was an attorney of prominence, 
and served eight years as chief justice 
of the Nebraska supreme court. His 
company was recently sold to the Union 
Pacific Life of Omaha. 


Officials of the Bankers Life of Des 
Moines seem to have a monopoly on 
No, 2 tee of the golf course of the Wa- 





konda Club in their city. Thursday 
afternoon of last week Vice-president 
W. W. Jaeger swung his No. 7 iron 
from this tee, saw the ball light on the 
green a little beyond the pin, take a 
back spin and light in the cup. Presi- 
dent G. S. Nollen standing on the same 
tee May 1, 1932, pitched his shot into 
the cup. Vice-president G. W. Fowler 
on a July day in 1928 did the same 
thing. 


W. H. Meub, Indianapolis general 
agent of the New England Mutual Life, 
who has just retired as president of the 
general agents’ association of the com- 
pany, was presented a platinum watch 
and chain at the convention at Swamp- 
scott, Mass. 

There is an interesting continuity of 
Northwestern Mutual Life insurance in 
the Millard W. Mack family at Cincin- 
nati. Mr. Mack is general agent of the 
company. His father, William J., 
bought a policy April 4, 1879, when he 
was 43 years of age. That was before 
any of the Macks were in the life in- 
surance business. Millard Mack’s 
brother, William J., bought a policy 
Dec. 29, 1904, when he was age 20. 
Millard Mack’s son, William J., who is 
connected with the Northwestern Mu- 
tual at Cincinnati and has produced 
over $500,000 a year for a number of 
years bought his first policy in June, 
1913, when he was 16 years of age. 
Millard Mack’s grandson, William J., 
on his tenth birthday anniversary last 
April bought a policy. Therefore there 
are four generations of Macks, all bear- 
ing the same name that have insvrance 
with the Northwestern Mutual. 
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Occidental Rearranges Field 
Rathbone Goes to Fresno, Alldredge to 


San Francisco and Hartman to 


Portland, Ore. 








C. S. Rathbone, San Francisco man- 

ager for the Occidental Life for three 
years, has been transferred to Fresno, 
Cal, in the same capacity. Mr. Rath- 
bone first became associated with the 
ompany at Fresno. 

F. B. Alldredge, branch manager at 
Portland, Ore., for the past two years, 
vas been transferred to San Francisco 
to succeed Mr. Rathbone. Mr. Alldredge 
was formerly manager for the Occiden- 
tal at Oakland. 

G. J. Hartman has been transferred 
as Fresno, Cal.» manager to Portland, 
Ore, to succeed Mr. Alldredge. 

_G. T. Carmona, formerly San Fran- 
cisco manager for the California-West- 
ern States Life and later Occidental Life 
agent, has been appointed Oakland man- 
ager by the Occidental. 

M. B. Cutler, associated with the Oc- 
idental for the past six years, has been 
appointed field supervisor at Portland. 





J. F. Shindell 


J. F. Shindell has been appointed as- 
sociate general agent for the New Eng- 
and Mutual Life, for Passaic, Bergen 
and Hudson counties in New Jersey, 
with headquarters in Passaic. 

_Mr. Shindell has been connected with 
the Newark agency of the Provident 
Mutual Life for 13 years and two years 
with the Newark agency of the Massa- 
“husetts Mutual. He will be under the 
“rect supervision of Thomas Hartmann, 
Wao is general agent for New Jersey, 
wth headquarters in Newark. 


Lee H. Ager 


Lee H. Ager has been named as man- 
4ger of the home office general agency 
mt the Midwest Life of Nebraska, with 
‘eadquarters at Lincoln. He has been 
m insurance work for more than a year 
*n@ has made an unusual record. 








Edlund Going to St. Paul 


Rockford, Ill, Manager Union Central 
Life Has Been Promoted by 
His Company 





Vice-President Jerome Clark of the 
Union Central Life announces the ap- 
pointment of J. R. Edlund, who has 
been in charge of the Rockford, IIL, 
branch of the M. E. Schryver Agency, 
as manager of the St. Paul agency. The 
St. Paul office has been operated tem- 
porarily in conjunction with the Minne- 
apolis agency for more than a year. 

Mr. Edlund has been identified with 
life insurance since 1926, having served 
as a general agent for a western com- 
pany at Wichita prior to his Rockford 
appointment. He is a native of Kansas 
City, having been educated there before 
attending the state university. He later 
attended the Kansas City School of Law 
and for a short time after leaving col- 
lege was associated with the legal de- 
partment of a large corporation. 





Charles W. Swartz 


Charles W. Swartz has been ap- 
pointed manager at Columbus, O., for 
the Fidelity Mutual Life. He has had 
nine years’ experience in the insurance 
business, having started in Cincinnati. 
During the past four years he has been 
local manager for a general agent of the 
Pacific Mutual Life. His office will be 
located at 826 Atlas building. 





F. R. Daniels 


F. R. Daniels has been appointed man- 
ager of the newly established Seattle, 
Wash., office of the California-Western 
States Life. 


C. F. Wetzel, R. O. Bristol 


C. F. Wetzel, who has been with the 
Ohio National Life for 20 years as 
Cleveland general agent, has taken over 
complete charge of the agency develop- 
ment department and has appointed R. 
O. Bristol his agency director. Mr. Bris- 
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W ay is the institution of life in- 
surance successfully riding the waves 
of national financial distress? The an- 
swer is not good luck, vast profits, or 
tricky manipulations, . . . It is so 
obvious, axiomatic, and simple, that 
the average mind, through its tendency 
to search for obscure causes, over- 
looks it. 


Life insurance survives because its 
corner-stone is scientific conservatism. 
Quick profits, speculation, guess-work, 
grasping at the merely expedient have 
no place in its methods. Life insur- 
ance knows that, at the bottom of the 
wine of prosperity, are the dregs of 
depression. . . . In times of plenty, it 
entrenches itself against attacks of 
panic. .. . It survives the worst be- 
cause it cherishes the best. 


Life insurance, neither pessimist nor 
optimist, is cold, calculating science, 
recognizing human frailty and nullify- 
ing its evils. 


CENTRAL Lire 
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present needs. 








Outstanding and substantial opportunities are 
available to the right men. Buffalo Mutual Life 
| is now growing faster than at any time during 
| its 61 years... evidence that its Policies and 
_ methods for securing business are meeting 


If you would like to grow with us, write in 
| confidence with details of your experience to: 
E. Parker Waggoner, Supt. of Agents, Buffalo. 


18 POLICIES ... Birth to age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity ¢ 

10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income ¢ Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 © 20 Payment Life, Endowment at 85 

@ 10, 15 and 20 Year Endowment © Special Convertible Term © 10 Year Term © 
Children’s Policies (Three Forms) Birth to Age 10 
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tol has spent 10 years in the life insur- 
ance business, the last three years as 
sttpervisor of agents in Cleveland for the 
Massachusetts Mutual. Offices are lo- 
cated in new quarters in the Ninth- 
Chester building. 


L. W. Doud, R. W. Anderson 


L. W. Doud, successful Sun Life of 
Canada agent at Casper, Wyo., has been 
appointed manager of the Utah and 
western Wyoming district with offices in 
Salt Lake City. Last year Mr. Doud 
was the second highest producer in the 
western division and vice-president of 
the Macaulay Club, honor organization 
of the Sun Life. 

Mr. Doud succeeds R. W. Anderson, 
who will become a personal producer. 





Life Agency Notes 











F. J. Woehnker and C. B. Werner have 
been appointed superintendents in Louis- 
ville and Cincinnati by the Western & 
Southern Life. 

The Hamilton National Life of Los 
Angeles has appointed Smith & Gossett 
general agents at Phoenix, Ariz. This 
firm is composed of ©. M. Gossett and 
W. B. Smith. 

F. E. Stout has been appointed agency 
organizer of the central agency at Los 
Angeles of the California-Western States 
Life. He was formerly agency manager 
at San Jose for the Northern Life of 
Seattle for a number of years. 

M. J. O'Donnel, district agent for the 
Northwestern Mutual Life at Manitowoc, 
Wis., has retired but will remain with 
the agency as a special agent. He has 
been with the Northwestern Mutual 17 
years. C. A. Randolph, who has been 
with Mr. O'Donnel over five years, suc- 
ceeds him as district agent. 





Discharge of Liens Often 
Painful to Policyholders 





As a result of a number of life com- 
pany receiverships over the country in 
recent months, there have been many in- 
quiries as to what happens to policies 
when a company is reinsured and a lien 
placed on the business, and particularly 
in the case of endowment contracts, an- 
nuities and. other forms of life income 
policies. : 

When a lien is placed against a pol- 
icy the lien must be satisfied, which is 
done from any salvage resulting from 
assets of the reinsured company, from 
application of dividends in a_ partici- 
pating company, from any remaining re- 
serves, from succeeding premium pay- 
ments, and from proceeds, in case of 
death. Thus a 100 percent lien, as in 
the case of the Old Colony Life of Chi- 
cago, would require that the reinsuring 
company be reimbursed in the amount 
of the full reserve on every contract be- 
fore it would be discharged, 


Hits Endowment Policyholders 


This burden falls heavily upon own- 
ers of endowment policies, where the 
reserve is of course larger in proportion, 
but this is an unfortunate fact which 
cannot be changed in such cases. 

The reinsuring company, in the ex- 
treme case where, none of the assets of 
the defunct company can be realized on, 
of course can count only on future pre- 
mium payments and in such a case the 
policyholders suffer the most. As pre- 
miums are paid and new reserves begin 
to accumulate, the liens are gradually 
discharged. 

In the case of an annuity, which is 
an investment contract purely and sim- 
ply, and in which, at least in the case of 
a single premium life annuity, the entire 
fund is set up at one time and is all 
reserve, authorities agree there is little 
likelihood of the annuitant ever receiv- 
ing anything. In the case of a deferred 
life annuity in which all the premium 
payments have not been made, these fu- 
ture payments of course will set up a 
value which will pay at least a part of 
the income agreed in the contract. 








AS SEEN FROM CHICAGO 





PATTERSON AGENCY CONFERENCE 


The A. E. Patterson general agency 
of the Penn Mutual in Chicago held a 
three-day convention and _ educational 
conference at Grand Beach, Mich., Sept. 
8-10. Principal speakers were R. J. 
Wiese, general agent State Mutual, Chi- 
cago, and R. E. Olmsted, general agent 
Penn Mutual, Detroit, and former unit 
supervisor and educator in the Patterson 
agency. 

x * * 
ONE DAY DRIVE SUCCESSFUL 


The M. A. Zitzmann agency of the 
Guardian Life in Chicago conducted a 
one-day production drive, the objective 
being 25 applications. The day’s efforts 
actually produced 28 applications. The 
four leaders were presented with new 
fall hats, they being Bill Sosna with 
seven applications, Austin Walsh with 
five and one-half, John Shea with four 
and one-half and Clyde Belcher with 
four. The first examination was made 
at 8:30 a. m. and the last application was 
written after 10 p. m. 

* * * 
MILLION IN HALF YEAR 


Harry Steiner, C. L. U., member of 
the Sam Lustgarten agency of the 
Equitable of New York in Chicago and 
a millionaire producer, for the second 
time has paid for a million in a six 
months’ period. His paid business in 
June was $437,000, giving him first place 
on the Equitable’s honor roll for the 
month and for the first half of this year. 
He was also the first member of the 
field force to qualify for the 1933 mil- 
lion dollar corps. 

*x* * * 
CUMMINGS FIRST SPEAKER 


The fall season of the Chicago Life 
Underwriters Association will open with 
a meeting in October, the speaker to be 
Harold Cummings, vice-president of the 
Minnesota Mutual Life. 

“SE 
NEED PROPER PROSPECT LIST 


One general agent in commenting on 
conditions the other day said that one 
of the most important features in life 
insurance production is to be able to 
create the right kind of a prospect list. 
This requires much ingenuity, knowl- 
edge and diplomacy. It is hard to tell 
whether a person is able to buy or not. 
In a large number of cases when it is 
found that people can afford to purchase 
insurance they are afraid to take on any 
more commitments for fear of the fu- 
ture. The whole picture has changed 
so greatly that it is difficult to keep 
track of the moving light and shade. 
This general agent declares that in his 
opinion it is useless to try the cold can- 
vass method because one cannot sell a 


sufficient amount of insurance to justify 
the method. A person employed does 
not mean in these days that he is a 
prospect for insurance. He may be 
making a comparatively small salary 
and yet be in a large measure support- 
ing his family. Others employed usually 
have dependents on them outside of their 
immediate household. 

He also stated that agents who had 
been big writers in the past are finding 
it hard to come down the ladder and 
write smaller policies. Companies do not 
want large policies. Many people are 
not able to buy them. Therefore these 
big writers have to accustom themselves 
to taking modest amounts. A man must 
have the genius and knowledge to sift 
out people and leave the gold. That is 
not an easy task. 

This general agent states that he is 
doing no financing of consequence ex- 
cept in case of agents that have been 
connected with the office for some time 
and have built up substantial renewals. 
Sometimes the will gamble $200 on a 
new man of unusual promise. There are 
all kinds of men seeking drawing ac- 
counts but most of them, in his opinion, 
will not make the grade. 


* * x 
STUMES & LOEB CONFERENCE 


Stumes & Loeb, Penn Mutual gen- 
eral agents at Chicago, had their an- 
nual agency conference and outing at 
Lake Wawasee, Ind.,_ starting last 
Thursday and ending Sunday evening. 
There was a business meeting each 
morning and then recreative features in 
the afternoon. There were 22 agents 
who qualified in the contest for this 
outing. 

« * * 

INVESTORS LIFE ABANDONED 


The Investors Life of Chicago was in 
process of organization when its pro- 
moters purchased the Bankers Life & 
Casualty of Springfield, Ill. Therefore 
the Investors Life will not materialize. 
The Bankers Life & Casualty now has 
its head office at 4746 North Damen 
avenue, Chicago. 

*k ok x 

INSURANCE STOCK QUOTATIONS 


Bacon, Whipple & Co. give the fol- 
lowing insurance stock quotations: 











PACIFIC COAST AND MOUNTAIN 





New San Francisco Manager 





R. H. Hepfer Advanced by Marsh & 
McLennan from Los Angeles Office 
—Williams Appointed 





SAN FRANCISCO, Sept. 14.—R. H. 
Hepfer has been advanced from the life 
department of Marsh & McLennan-J. B. 
F. Davis & Son at Los Angeles, to take 
full charge of the department at the head 
office in San Francisco. Mr. Hepfer suc- 
ceeds ‘C. J. Thrower, who has resigned. 
__Mr. Hepfer has had nearly 20 years’ 
life insurance experience and was for- 
merly assistant manager of the Travel- 
ers at San Francisco and later in the 
same position at Oakland. Mr. Hepfer 
later joined the New World Life as su- 
perintendent of agencies in California, 





resigning to join the Los Angeles staft 





Stock Par Div Bid Asked 
Aetna Life...... 10 ae 23 25 
Ce Wes oss ewes 100 8.00 90 110 
Conn, Genl. ..... 10 .80 34 36 
Cont. Assur, .... 10 2.00 25 27 
Ca GA cesccee DB ee 11 13 
Life Co. of Va... 20 3.00 90 95 
Lincoln Natl..... 10 2.50 33% 35% 
New World Life. 10 swe 5 6 
No. Amer. Indem, 5 ee 2 3 
i Wie Bens owse 5 ath 11 12 
Pacific Mut...... 10 2.00 25% 26% 
PeOt. ASSL. wocss 5 7 12 14 
Sun Life, Can...100 ie 460 490 
TEAVGICTS 2000000 100 16.00 405 415 
of Marsh & McLennan. Al Williams, 


formerly associated with the Travelers, 
has been appointed Mr. Hepfer’s suc- 
cessor as manager of the Los Angeles 
life insurance department. 


Schroeders With Continental 


Fred H. Schroeder becomes manager 
of the Continental Assurance of Chicago’ 
for Oregon and southwest Washington. 
He was with the company in 1930-1931. 
Mr. Schroeder was with the Equitable 
Life of New York for nine years as 
agent and then six years as assistant 
agency manager at Spokane. W. H. 
Schroeder, a brother, joins the organ- 
ization. He spent nine years as an 
agent of the Equitable and the last six 
years has been assistant agency man- 
ager at Yakima, Wash. cs 

Claude De F. Bartrum becomes as- 


He has been connected wx 


brothers. 
the Northern Life of Portland durig 
the last eight years. 





Equitable’s Catalina Conferen: 

The Kellogg Van Winkle and A, 
Dewar Los Angeles agencies ot ty 
Equitable Life of New York held the 
annual educational conference at (Ca. 
lina Island with 130 in attendance. 

Speakers included H. A. Nye, agen 
manager, Denver; W. C. Moore, assi. 
tant agency manager, Great Fal 
Mont.; W. H. Glines, superintendes 
western division, San Francisco; Dr. 7 
G. Dabney, medical referee, San Fri. 
cisco; S. I. Snortum, field instruct 
Palo Alto; W. O. Hearsey, supervise 
group annuities, and P. B. Brown, ¢. 
trict claim representative, Los Angel 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and i i i 




















New Juvenile Contract and 
Rider for United Fidelity 


The United Fidelity Life of Dalla 
has issued a new juvenile endowmer 
at age 60 policy and a new rider toi 
sure premiums. The juvenile poli 
rates and the additional charge {fc 
waiver of premium in case of the deat 
or disability of the parent follow: 

Juvenile Endow- 





ment Age 60 Waiver 
Age Prem. Age Prem. Age Pret 
Under 
6 mos. .$13.95 8....$13.50 20....$ 24 
igi ace 13.75 Sivte BE Bisse 
ee 13.60 10 14.00 30.... 38 
Desens 13.45 11 - 26.50 35.... GS 
a 13.30 12 . 14.65 40 6.24 
are 13.20 13.... 15.00 45.... &2 
Tie siews 13.20 14 - 15.40 50 11.05 
Teoncaus 13.30 . 148 


The United Fidelity’s new rider pro- 


vides that in case of the policyholders 
death within 20 years after the policy és 
issued all the premiums are return 
when the death payment is made. Th 


rider can be attached to all adult po 
cies with premium paying periods of 2 
years or longer except joint forms. Thr 
rates for the various policies with the 
rider follow: 
Annual Premiums Per %1,000 
20 Pay 


Life Ord. Pay End End, 20-1 





Age Expec. Life Life at 65 at 65 
$ $ 
20. rer 
BBecce 12.18 
30. 13.72 
35. 16.36 
40.. 19.92 
45.. 26.97 3 
50. 38.81 
55. 61.07 § 
Lamar Life 
Three new juvenile policy forms 
announced by the Lamar Life They ar 
a juvenile 25-year endowment, a 30-ye@ 
endowment and a continuous premil 
contract. The three can be written wit 


waiver of premium on the parents as 
the older juvenile policies issued by © 
company. 





Locomotive Engineers 


The Locomotive Engineers Mutual Lifé 
& Accident of Cleveland as of Oct. 1 ¥! 
rerate all its outstanding benefit cert: 
ficates on the ordinary life plan usitt 
the American experience 2% F. P. 
basis. Members are given option to s* 
lect other plans on the same table. » 
however, a certificate holder does nd 
make his decision before Oct. 1, his Pre 
mium is automatically fixed on the 
dinary life basis. 





Cosmopolitan Old Line 


annuity policy of the 


The optional . o 
a retireme? 


Cosmopolitan Old Line is % 
annuity with some very unusual aged 
sions. The contract may be written © 
single premium or annual premium bas! 
and additional deposits may be mage © 
increase the amount available at mater 
ity for purchase of income. Compa! 





sistant manager with the Schroeder 








>= 















Sept 


com 









ber 15, 19 








a 
inected wis 
Jand during 


onfereng 
+ and A. 3 
cies Ot th 
k held they 
ce at Cat. 
dance. 
Nye, agen 
OOTE, ass. 
reat Falk 
erintender 
sco; Dr.7 
San Fra 
instructor 
, SUPEr vise 
Brown, di. 
os Angel: 


$$ 








arch at $20 


t and 
Fidelity 


of Dalla 
-ndowment 
‘ider to it 
1ile _ polic 
sharge for 
F the deat 
low: 





rider pro- 
icyholders 
€ policy $ 
returne 
le. Th 
adult po 
iods of 2 
orms. The 
with the 





pre miu 
tten wil 
nts as 0 
ed by the 


t matur 
‘om pany 

















LIFE INSURANCE EDITION 





September 15, 1933 





—_——— 
— 


practice allows such deposits after in- 
come begins. As a protection against 
excess drains by reason of cash surren- 
gers there is a heavy surrender charge 
during the early years and a restriction 
on large payments which reads as fol- 
lows: “Except that if the cash or loan 
yalue to be paid exceeds $500, the com- 
pany shall have the right to pay not to 
exceed $500 or 25 percent of the cash or 
joan value of the policy, whichever 





amount shall be the greater, during any 
policy year.” 





New England Mutual Life 


The New England Mutual Life an- 
nounces that it will increase its rates on 
single premium annuities Oct. 1. The 
New England Mutual started to write 
this class about a year ago. 











\LIFE COMPANY 


CONVENTIONS 





See a Real Upturn in Work 


National Life & Accident Official Com- 
ments on the Conditions in 


Industrial Field 





Home office executives of the Na- 
tional Life & Accident were present at 
a joint meeting of its two Indianapolis 
ofices Monday. E. W. Craig, vice- 
president, in the course of his remarks 
said, “The records of the two offices 
show that industrial insurance sold has 
increased 49.3 percent in the last ten 
weeks over the amount sold in the simi- 
lar period a year ago.” Pointing out 
that the rise and fall in the purchase of 
industrial insurance is one of the most 
accurate barometers of employment, 
Mr. Craig attributed this substantial in- 
crease to the NRA 

“We have indices which reveal more 
encouraging news,” he said. “Indian- 
apolis has enjoyed a_ reduction in 
premium lapses of 27.7 percent, indi- 
cating an increased ability on the part 
of people here to hold on to their life 
insurance, which is usually the last 
thing to be abandoned in times of fi- 
nancial stress.” 

Accompanying Mr. Craig were E. B. 
Stevenson, Jr., vice-president of the or- 
dinary department, and George Wright, 
manager of the northern territory of 
the company. A feature of the meeting 
was the celebration of the thirty-fourth 
year of service with the company of 
J. A. Beatty, manager of one of the 
local offices. The other office is man- 
aged by J. A. Mullen. 





Abraham Lincoln Life Ends 


Regional Convention Series 





A new “guaranteed income continu- 
ation plan” was announced to the agents 
ot the Abraham Lincoln Life at a re- 
gional meeting held at Springfield, II. 


This was the fourth and conclud- 
ing meeting of a series of regional 
conventions. The previous meetings 


were held in St. Louis, Chicago and 
Cleveland. The invitations for attend- 
ance at each gathering were limited to 
35 men 

Vice-president F. M. Feffer says 
these meetings were the most successful 
ever held by the company. He found 
the agents enthusiastic over the new 
Plan announced and the new system 
adopted, that of holding meetings of 
small groups rather than a large meet- 
ing for all agents. 

he meeting at Springfield was con- 
ducted by the following members of 
the home office staff: F. M. Feffer, vice- 
President; Dr. J. R. Neal, secretary and 
medical director; W. A. Fairlie, man- 
Den. teency service department; O. F. 
Dalle assistant agency director; J. T. 
uMoe, home office sunervisor, and G. 


G. Swishe 
— accident and health super- 





Equitable’s lowa Meeting 


ne M. C. Nelson Iowa agency of 
~ quitable Life of New York held 
ge convention and outing at 
hae koboji. F. N, Croxson, Ne- 
conned agency manager; William Roth- 
sees’ vision superintendent of 
i os Chicago, and Mr. Nelson were 
Principal speakers. 





Schmidt Is Made President 


New England Mutual Life General 
Agents Association Holds Its 
Annual Conference 








At the annual meeting of the New 
England Mutual General Agents Asso- 
ciation, H. A. Schmidt of Allan & 
Schmidt, New York City, was elected 
president; Isidore Samuels of Denver, 
Earle Brailey of Cleveland, Lynn But- 
terworth of Richmond, Va., vice-presi- 
dents; Will Noble of Omaha, secretary 
and treasurer. In addition to the gen- 
eral agents there were a number of 
agents that qualified for the trip, the 
meeting being held at Swampscott. 
Those present from the home office who 
spoke were President G. W. Smith, Vice- 
presidents J. A. Barbey, Walter Teb- 
betts and George L. Hunt, Superintend- 
ent of Agents G. S. Hastings, Medical 
Director H. M. Frost and Assistant 
Agency Superintendent C. F. Collins. 
The New England Mutual in its new 
business for the first eight months held 
pretty closely to the last year’s record, 
being only about 2% percent off. It 
is starting its national advertising cam- 
paign, its advertisements appearing in 
the “Saturday Evening Post” and 
“Time.” 


Farnsworth Agency’s Roundup 


The A. J. Farnsworth agency of the 
Equitable Life of New York in Boston 
held its Agency Leaders’ Council at 
Newagen, Me. The general subject at 
the business sessions was “Life Insur- 
ance, a Preferred Occupation.” Among 
the speakers were Mr. Farnsworth, F. J. 
Stevenson, E. G. Horne, H. L. Lavine, 
S. D. Weissman, W. A. Downing and 
C. W. Mercer, agency manager at New 
Haven, Conn. 

The guests of honor were Mr. Mer- 
cer, Mr. Stevenson, who is sales super- 
visor of the Edward A. Woods agency 
of Pittsburgh, and C. J. Ward, Jr., sales 
supervisor group department. 

The Farnsworth agency is celebrating 
its 13th anniversary. The office has a 
personnel of 66, including 57 contract 
agents, 20 of whom were represented at 
the conference, and nine members of the 
managerial and office staff. Since or- 
ganization the agency has produced a 
total business of $55,000,000. 


Pittsburgh Agency Record 


Eighty agents and their wives, as well 
as several home office officials, attended 
a three-day agency convention of the 
Penn Mutual at Conneaut Lake, Pa. 
The home office was represented by 
Vice-President F. H. Davis and E. Paul 
Huttinger, manager of training. 

Mr. Davis announced that the Pitts- 
burgh agency had completed four 
months of consecutive plus months and 
for the year shows an increase over the 
same period last year. 

The speakers included H. J. Johnson, 
general agent at Pittsburgh; F. T. Shep- 
herd, W. J. Wright, Osborne Bethea, 
general agent at Cleveland; U. H. Han- 
gartner, D. W. Hooton, E. G. Johnson, 
J. B. Eckenrode, H. W. Bailey, Jr., A. 
C. Bowser, M. E. McGowan and A. F. 
Randolph. 


“Business Life Insurance,” by Ralph 
Sanborn. Discusses the various phases 
of this class of protection, $3. The Na- 
tional Underwriter. 

















“I sold two prospects $12,000 
of insurance and have three very 
good ones for several thousand 
more business.” 


“My first list produced $8,500 
of business on four applications.” 


. . . . « these excerpts from letters from 
our agents indicate the effectiveness of 
Security Mutual’s new direct mail adver- 
tising and sales program, available to all 
agents. 


Write for territory now open to capable 
men who are willing to adopt new and 
effective methods that produce results. 


Security Mutual Life 
Insurance Qompany 


BINGHAMTON, N.Y. 









































Inflation 
vs. 
Reinstatements and 
Policy Loan Repayments 


The battle for the policyholders ‘New Deal 
Dollar’ is on. Inflation and rising stock and com- 
modity prices are proving more attractive than the 


less alluring protection of Life Insurance. 


Six large life insurance organizations have em- 
ployed us within the last month—to help swing the 
tide of battle in favor of 


Conservation and Reclamation 


THe Otis HANN COMPANY, Inc. 


“Lire INsuRANCE SERVICE” 


333 NORTH MICHIGAN AVENUE 
CHICAGO 
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NEWS OF THE COMPANIES 





Eleven Royal Union Proposals 





Receivers of Des Moines Company Give 
List of Those Received—Corcoran 


to Pass on Them 





DES MOINES, Sept. 14.—Commis- 
sioner E. W. Clark and L. A. Andrew, 
co-receivers of, the Royal Union Life, 
announce that the following companies 
have made proposals for taking over the 
business of the company, now in re- 
ceivership: United Benefit Life, Omaha; 
Life & Casualty, Chicago; Central Life 
of Des Moines, Lincoln National Life, 
State Farm Life, Bloomington, Ill, and 
Great Republic Life, Los Angeles. 

Several Other Proposals 


Other proposals are from the general 
agents protective committee, for mu- 
tualization; J. P. Sullivan and others, 
plan for mutualization; J. D. Adleman 
and others, Des Moines, plan for legal 
reserve company; E. H. Maytag and 
others, plan for legal reserve company, 
and R. E. Walker, representing Kuhn, 
Loeb & Co. 

The Kuhn-Loeb proposal is for re- 
insurance in a legal reserve company to 
be formed. The Central Life proposal 
follows closely the lines of that by which 
it took over the Illinois Life. E. H. 
Maytag, a washing machine company 
official, has associated with him W. K. 
Herndon, former chairman of the ex- 
ecutive committee of the Royal Union, 
and S. A. Apple, its former president. 

All proposals will be turned over to 
W. M. Corcoran, consulting actuary, 
New York, for a report. — 








Kentucky Home Reorganized 


Continental Bank & Trust Co. of New 
York City Acquires the Con- 
trolling Interest 








The Kentucky Home Life of Louis- 
ville was reorganized this week. The 
control has been obtained by the Con- 
tinental Bank & Trust Company of New 
York.. The officers are president, B. S. 
Washer, Louisville; vice-president, Ells- 
worth Regenstein, Cincinnati; secretary- 
treasurer, S. L. Guthrie, Bardstown; as- 
sistant secretary-treasurer, J. B. Wil- 
liams, Louisville; actuary, Burton Van 
Dyke, Louisville, and medical director, 
Dr. W. T. McKinney, of Louisville. 
Directors elected include: Mr. Washer, 
S. M. Handmaker, L. H. Hilton, Mr. 
Williams, C. H. Pietsch, F. J. Dough- 
erty, Mr. Van Ryke, L. S. Leopold, 
Louisville; Lieut. Gov. A. B. (Happy) 
Chandler, Versailles; Mr. Regenstein, 
P. C. Newell, H. M. Wise, Siegfried 
Gabel and J. D. Maguire, New York, 
and Mr. Guthrie. The company owns 
one-third of the Missouri State Life 
stock. The New York bank took over 
the company to protect its loan to the 
Julius H. Barnes-Frank Cohen syndi- 
cate. 

Mr. Washer was active in the organ- 
ization work whereby the Kentucky 
Home Life was formed last year to take 
over the Inter-Southern Life, then in 
receivership, and has been general coun- 
sel and a director. He has for some 
years been in close touch with Inter- 
Southern conditions. Mr. Regenstein is 
director of agencies. 

Austin Kinnard of Louisville, director 





TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 
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Contracts 


available at Bangor, Me.; 
Cincinnati, Ohio; Toledo, 
Ohio; Erie, Penna.; Har- 


in One Contract for One Premium 
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risburg, Penna.; Altoona, 


Penna.; Williamsport, FTNSURANCE COMPANY 
Penna.; and Detroit, 
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and executive vice-president; Frank 
Cohen, Julius Barnes, W. T. Godfrey, 
Carl Sherman, New York; George Per- 
kins, Louisville, and W. T. O’ Donahue, 
formerly with the Manhattan Life, and 
prior to that with the Jefferson Stand- 
ard Life, have been dropped from the 
board, along with several other direc- 
tors who resigned some months ago. 
Several of the local directors are named 
on a merely temporary basis, until the 
new control has time to work out its 
program, and some changes in the offi- 
cers are also probable. 


Ready Market Being Formed 


National Protective Life Shares Are Be- 
ing Offered by New York 
City House 











NEW YORK, Sept. 14.—A _ ready 
market is being found for the shares of 
the National Protective Life, according 
to J. C. Milley & Co., of this city, dis- 
tributors of the stock. It is being sold 
to the public at the same price as it 
was moe to the directors, $20 a 
share, which includes $10 capital, $7 sur- 
plus, $2 organization expense as al- 
lowed by law, and $1 running expenses. 

C. F. Tuttle, who is to be president 
of the ny. is a former vice-presi- 
dent of R. Dun & Co. and is now a 
member of ;* advisory committee of 
the Bank of Manhattan Trust Company. 
He is an uncle of David Tuttle who 
has been associated with the fire insur- 
ance business in New York city for 
some years. 





Great-West Life’s Figures 
Reveal Some Bright Spots 





Gross preventable terminations of the 
Great-West Life for the eight months 
ending August 31 were nearly $5,000,000 
less than for the same period of 1932 
and for August were considerably less 
than August, 1931 or 1932. The amount 
of policies surrendered for cash during 
August was lower than for any month 
this year with the exception of June. 
The amount of cash loans for the eight 
months ending August, 1933, was less 
than for any similar period since 1929 
and with the exception of July, 1933, 
cash loans for August were less than for 
any month since September, 1929. 





Receivers File Report 

Federal Judge Davis at St. Louis has 
approved the final report of former 
Superintendent J. B. Thompson as co- 
receiver for the International Life of 
St. Louis, which was reinsured by the 
Missouri State in 1928, and discharged 
him. He is succeeded by R. E. O’Mal- 
ley, the new superintendent. Massey 
Wilson, one time chairman of the Inter- 
national Life, is the other co-receiver. 

Thompson showed that during his 
term as receiver total receipts were $1,- 
602,041, and disbursements $1,594,277. 

Disbursements included a dividend of 
$4 a share to International Life stock- 
holders, aggregating $150,000. All 
proved and allowed claims have been 
paid in full. These totaled $341,531. 





Claims allowed against the Interna- 
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tional Company, a holding concern thy 
held all of the common stock of th 
International Life, have been paid ;, 
full while the claims of the Grex 
Southern Life and John C. Martin hay 
been liquidated through the delivery 
them of $1,194,000 in receiver's ce. 
tificates. 

The remaining assets and _liabilitig 
balance at $26,644, including $1058 
remaining assets of the Toombs § 
Daily company of Chicago in whic 
Roy C. Toombs, president of the Inter. 
national Life when it failed, was a par. 
ner. 

Under the deal by which the Gener 
American Life acquires the Missoy, 
State, stockholders of the Internation; 
Life will fare better than stockholder 
of the Missouri State. 


To Distribute Safety Fund 


With about 600 policyholders partic. 
pating, distribution of $1,000,000 safer 
fund of the men’s division of the Har. 
ford Life is to be made in the near {y. 
ture. Assets of the Hartford Life as 9 
Dec. 31, 1932, were $1,050,979 and insy. 
ance in force $1,000,000. The provisions 
was that when the assets equaled the 
insurance in force the distribution shoul 
be made. 

In the women’s division, assets ar 
$135,000 and insurance in force $160,00) 

The average age of the certificate 
holders of the men’s division is about 7) 
years. 


Southeastern Life Increase 


W. Frank Hipp, president of the 
Southeastern Life of Greenville, S. C 
reports that the company wrote mort 
ordinary life policies in August that it 
has done since August, 1931. Applica 
tions were the highest in the histor 
of the company. Twenty-four per cent 
more such policies were written the first 
eight months than the same period in 
1932. He predicted that by October the 
volume of business done would equal or 
exceed that for the whole of 1932. Grou 
department insurance written totaled 
$3,809,284, more than double that of al 
1932. August showed an increase of é 
percent over August, 1932. 


Fraternal Is Readjusting 


The Pike County Mutual Life Asso- 
ciation, a fraternal of Perry, IIl., is now 
in process of readjustment to Americat 
Experience 3% percent legal reserve bi 
sis. This action was voted unanimous! 
at a convention held at Baylis, Ill. The 
fraternal has been on an inadequate ratt 
basis heretofore. Fred Churchill is pres 
ident and Mrs. Maud W. Six, secretary. 
The association is 35 years old and has 
approximately $5,500,000 in force. The 
readjustment is being done by L. L 
Taylor of Clinton, Ia. 


National Benefit to Liquidate 


The National Benefit Life of Was! 
ington, D. C., which went into the hanes 
of a receiver Feb. 29, 1932, is to & 
liquidated. The supreme court of tht 
District of Columbia has issued such an 
order. The receivers are instructed t 
discontinue the collection of premium 
and to sell all the assets as soon as sed 
sible. This was a large Negro co 
pany. It was hoped some plan would 
be evolved to rehabilitate it but no" 
passed muster. 


Royal Union Hearing Sept. 29 


OKLAHOMA CITY, Sept. 14.—Tht 
United States district court has set >?! 
29 for hearing the petition for an anc 
lary receiver for the Royal Union Lite 
filed by the insurance commissioner. 
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‘As SEEN FROM NEW YORK 





SEA-GOING CONVENTIONS 


The vogue for ocean-going conven- 

tions to which the Equitable of New 
York gave such an impetus last year by 
chartering the S. S. Aquitania for its 
New York regional convention is re- 
fected this year in the number of Equit- 
able agencies from this territory com 
bining their agency conventions with 
ocean voyages. Twenty agencies from 
the New York metropolitan territory 
elected cruises for their gatherings. The 
company’s policy is to hold large gather- 
ngs of all the agencies in a given di- 
vision in alternate years, the years in 
between being marked by meetings of 
individual agencies. In many cases, 
however, several agencies join together 
for their meetings. 

The Davis, Weiller, Worms, Miner, 
and Riehle agencies went to Virginia 
Beach on the “Robert E. Lee” of the 
Old Dominion Line for their joint gath- 
ering The Devitt, Fitting, Gierhart, 
Letcher, and Rosenstein agencies visited 
Nova Scotia by the ocean route, while 
the Fern, Harris, Goldfarb, Jackson, 
Karsch, Masterson, Maull, and Rubens 
agencies made the cruise to Nassau, in 
the Bahamas. 

The Bender agency joined with the 
Misell (Philadelphia) agency for a 
meeting at Wernesville, Pa., while the 
Bleetstein agency held its gathering at 
Totem Lodge, near Albany, in conjunc- 
tion with the Mitnick agency of Phila- 
delphia. 








By R. B. MITCHELL— 


The Ford, Sania and Wilson agencies 
leave this week for their joint conven- 
tion in Montreal. Among the agencies 
holding meetings by themselves are the 
Dunsmore agency, Lake George; Lewis, 
Totem Lodge; Ott, Lake George; Pros- 
ser & Homans, New York City. 

The programs of these meetings are 
left entirely in the hands of the agencies 
themselves. While some of the speak- 
ers on the educational programs are 
from the home office or other agencies 
of the company, in general the program 
is put on by members of the individual 
agencies. 

* * * 
MeNULTY CODE ADOPTED 


Adoption of a “Financial Independ- 
ence Recovery Act,” marked an agency 
breakfast of the John A. McNulty of- 
fice of the Prudential in New York City 
at which agents gathered to plan tor 
the fall selling season. The “code” con- 
sists of a minimum of five days a week 
and eight hours a day; eight sales con- 
tacts a day, two closing interviews and 
two new prospects per day, also mem- 
bership in the app-a-week club until the 
end of the year and a paid-for goal of 
$3,000 per week per man. Mr. McNulty 
and Assistant Manager W. A. Newton, 
Jr., conducted the meeting. Awards 
were made in the second quarterly app- 
a-week contest to J. R. Hamilton, H. A. 
Kaplan, Henry Barnd, and H. Kash- 
manian. 
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Chicago Association in Drive 


Effort to Reach 1,000 Members Before 
National Convention Brings 


Addition of 262 


Officers of the Chicago Association of 
Life Underwriters have been making a 
great effort with Walt Tower, managing 
director, to boost the paid membership 
to 1,000 before the annual corivention 
of the National association in Chicago. 
\s a result, 262 new members have been 
added in the last two weeks, raising the 
paid total to 935. This compares with 
#24 in 1932, the greatest membership 
which the association ever has had. 

Much of the credit goes to Managing 
Director Tower, who has been untiring, 
attending agency meetings, giving talks 
and stirring up enthusiasm over the 
lortheoming national convention. 

Directors of the Chicago association 
not long ago voted that no service or 
iMormation should be given nonmem- 
bers, and also that nonmembers of the 
Chicago group should not attend the 
national meeting. The Chicago associa- 
tion has been very active this year in 
the way of fostering legislation and good 
ethics in the business, establishing an 
Mormation bureau which gives data on 
companies, etc., insisting on companies 
Paving just claims and helping policy- 
holders to secure policy loans. 

* *k * 
Fae Neb.—At the opening meeting 
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Becoming a Bigger Factor 
Detroit Life Men Are Putting More 
Power Behind Their Under- 
writers Body 





DETROIT, Sept. 14.—Under the 
leadership of C. A. Macauley, president 
of Qualified Life Underwriters, Inc., the 
old life underwriters’ association of De- 
troit, under its new name and more def- 
inite objectives, is gradually making 
itself felt as a factor in stimulating 
agency production among the forty or 
fifty companies represented, and in rais- 
ing the standard of fair practice and 
sound underwriting from the agency 
standpoint. 

Since its recent incorporation and re- 
vamping, the association’s affairs are 
now directed by 15 members of the 
board of directors, of which C. F. Cris- 
wel, formerly managing director of the 
Cleveland and the Chicago associations, 
is executive secretary. Several new 
ideas in life association work were in- 
troduced into the by-laws one being a 
qualification based on (1) consistent per- 
sonal production of at least $60,000 per 
year, paid for business, covering a min- 
imum number of cases and (2) one 
year’s practical experience as a licensed 
agent, before being entitled to apply for 
membership as a qualified life under- 
writer. The association is now operat- 
ing under a 30-year charter, and as such 
has, of course, the exclusive right to 
the name, “Qualified Life Underwriters, 
Inc,” in Michigan. 


May Extend Its Scope 


Some thought has been given to ex- 
tending its activities beyond the home 
state, by federal charter or through af- 
filiation with a new holding company 
organized elsewhere, but the matter is 
still in the discussion stage, and much 
remains to be done in Detroit and 
throughout Michigan to make its use- 
fulness fully effective. 

Ernest W. Owen, Detroit branch 
manager of the Sun Life, has been an 
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180 MILLIONS 
paid to 
BENEFICIARIES 


Since organization, in 1879, this Company 
has paid a total of $180,555,012.46 to the 
beneficiaries of Bankers Life policies. 


Payments to beneficiaries in 1932, alone, 
aggregated $10,324,123.57. 
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BANKERS LIFE COMPANY 


Gerard S. Nollen, President 
Established 1879 DES MOINES, IOWA 

















Akron, Canton, Cincinnati, 
OHIO Columbus, Dayton, Lima, 
Toledo and Youngstown. 


Established General Insurance 
Firms in these cities may find 
our new General Agent's plan of 
interest. . . A letter will find out. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa, 





























22 





THE NATIONAL UNDERWRITER 








September 15, 19» MMM Sept 








_—_— 








ACTUARIES | 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 


























114 Sansome Street 
SAN FRANCISCO 














A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 


Glendale, California 
Phone: Douglas 3118 











ILLINOIS 
DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 




















L. A. GLOVER & CO. 


Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY aii 
ting for a 
Author “A Syesrranse Company.” 
Attention to 
Legal Reserve, Fraternal pe Aessmment Business— 
North Ta “Salle Street 


6559 Chicago 


226 
Phone Franklin 








INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















/  - HARRY C. MARVIN 


Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 











MISSOURI 
ALEXANDER C. GOOD 


Consulting Actuary 
615 Trust Co. Bidg., Jefferson City, 
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a 
800 Security Building, Kansas City 














NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
New York City 
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Audits Investigations 
Ferguson, Serling, Daniels & Porter 
Accountants and Actuaries 

102 Maiden Lane 
New York, N. Y. 
Management 








500 Fifth Avenue 














Organization 











PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 








Fred E. Swartz, C. P. A. 
E. P. Higgs 


PHILADELPHIA 


officer or member of the executive com- 
mittee or board for 17 of the 20 years 
he has lived in Detroit and is at present 
national committeeman and nominee for 
national secretary. 

The first fall meeting is being held 
today, with a strong program, under the 
direction of Vice-President F. J. Little 
of the Massachusetts Mutual, assisted by 
Hugh White general agent of the Con- 
nectcut Mutual, and other leaders. The 
association’s co-operation with NRA is 
being featured, Mr. Larned being one of 
the speakers, supported by a team ‘of 
one-minute men picked from the livest 
agents in the membership The associa- 
tion has a paid membership of 318, all 
added since March 18, and is growing 
rapidly under the effective membership 
work of R. T. Smith, local manager of 
the Travelers, chairman of the member- 
ship committee. 

* * * 

San Francisco—R. P. Cox, west coast 
supervisor of agencies for the Minnesota 
Mutual Life, will speak at the joint 
morning meeting Sept. 18. R. M. Carl- 
son of the University of California’s ex- 
tension division, will also talk. 

* * * 

Montreal—A sales congress was held 
at Montreal, conducted by Frank M. 
See of St. Louis, general agent New 
England Mutual. There were five lecture 
periods, the theme being “Present Day 
Selling.” Insurance Superintendent Fin- 
layson of the Dominion of Canada spoke 
at a luncheon. 

* * * 

Toronto—George BE. Lackey of De- 
troit, manager of the Massachusetts Mu- 
tual Life and former president of the 
National Association of Life Underwrit- 
ers, will speak before the Toronto asso- 
ciation Sept. 21. 

x * * 


Pittsburgh—The association staged a 
carnival Wednesday afternoon and even- 
ing of this week at the Dells, Wildwood, 
Pa. In the afternoon there were races, 
mushball games, horseshoe pitching, etc. 
In the evening there was a grand march 
and ball. The general chairman was 
Rankin Furey. 

* * * 

Oklahoma City—Judge C. C. Christian- 
son was the first speaker of the season 
on “What Happens When a Man Dies.” 
He stressed the importance of carefully 


drawn wills. E. W. Marshall, general 
agent Bankers Life, was installed as 
president. 
* * * 
Milwaukee—G. A. Boissard, president 


National Guardian Life, Madison, Wis., 
will speak Sept. 21. 

Since Milwaukee will again make a 
strong bid for the national convention in 
1934, a large delegation from this city 
will attend the Chicago convention of the 
National Association. Plans to secure 
the convention are in charge of A. C. 
Moser and Abner Heald, Wisconsin na- 
tional committeeman. 

* * * 

Cleveland—A. R. Jaqua of Cincinnati, 
associate editor of the Diamond Life 
Bulletins of The National Underwriter, 
will speak this week on “Capitalizing on 
an Improving Life Insurance Market.” 
Speakers for the sales congress Oct. 
28 include C. P. Dawson, New England 
Mutual; T. M. Riehle, Equitable of New 
York, New York City; Vincent B. Coffin, 
superintendent of agencies, Connecticut 
Mutual; H. J. Johnson, Penn Mutual, 
Pittsburgh, and L. C. Roth, Mutual Bene- 
fit, Buffalo. The theme will be “Capital- 
izing on an Improving Life Insurance 
Market.” ‘The entire afternoon will be 
devoted to round table conferences, with 
the attendants meeting in three big 
groups. 


Actuary Russell Dies 


Actuary J. B. Russell of the Peoria 
Life dropped dead of a heart attack 
while mowing his lawn at his home last 
Saturday evening. He had played golf 
during the afternoon. He went with the 
Peoria Life as assistant actuary in 1924 
and was elected actuary last February. 
He was born in Brampton, Ont., April 
8, 1892. He served in the Travelers’ ac- 
tuarial department for three years be- 
fore joining the Peoria Life, He was a 
graduate of the University of Toronto 
and served as secretary of the Peoria 
University Club. Surviving are Mrs. 
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ACCIDENT AND HEALTH FIELD 





Small Claims Eat Up Profit 


Term Policy Issued to Supplement Life 
Disability Clause Has Not 
Been Successful 





Some of the companies writing acci- 
dent and health insurance got out spe- 
cial policies after the life companies re- 
vised their total and permanent disabil- 
ity clause so that an assured could sup- 
plement his life policy with disability 
payments starting immediately. After 
the Toronto convention of the National 
Convention of Insurance Commissioners, 
the life companies extended the disability 
waiting period from 90 to 120 days, with 
the proviso that if the disability lasted 
120 days, payments would be retroactive. 
However, many policyholders desired 
to have coverage during the four 
months when their total and permanent 
disability provision in their life policies 
would not apply. Some companies went 
after this four-month term business rather 
extensively especially using life sales- 
men to get the business. It was found, 
however, that no very attractive pre- 

















GENERAL AGENCY NEWS 





Homer Croes Men Made Good 


Prudential Agents in Southwestern Ohio 
Carried on a Successful One 
Day Campaign 








The loyalty of the Prudential ordinary 
men in southwestern Ohio to Manager 
H. C. Cross was exhibited to the ex- 
tent of 119 applications for a total of 
$236,000 business produced Sept. 8. Mr. 
Cross suggested a one day drive for 
business. Letters were sent to a selected 
list of prospects advising them that a 
call would be made Sept. 8 to present 
the income continuation plan and that 
the interview would require from two 
to ten minutes. Twenty-seven men in 
Columbus, Dayton and Cincinnati 
started out early Friday morning. One 
outstanding example was the case of 
Robert Dana of Cincinnati. He was 
suffering from an injury to his foot and 
at one time during the day was in a 
state of near collapse, but after a short 
rest in a taxi between calls, was able 
to carry on, ending the day with 10 ap- 
plications for a total of $32,000. Louie 
Matusoff of Dayton took the honors 
both in number of applications and 
amount of business. He wrote $35,000 
on 17 lives. Sam Henderson of Colum- 
bus equaled the $32,000 mark of Mr. 
Dana, this amount being written on 
eight lives. Another large producer was 
Sam Cantor of Cincinnato with 10 ap- 
plications for a total of $11,440. 

Mr. Cross went to Cincinnati from 
Cleveland two and one-half years ago 
and in that time has built up an organ- 
ization which now stands second among 
all Prudential agencies for increase in 
business. The agency recently moved 
into new offices in the Carew Tower. 

Huebner in Wichita 
Dr. S. S. Huebner addressed a Massa- 
chusetts Mutual agency meeting in 
Wichita, Kan., as the guest of A. D. 
Lynn, general agent for central and 
southern Kansas. A number of repre- 
sentatives from Kansas City, Topeka, 
Tulsa and Oklahoma City were in at- 


tendance. He was also a guest of the 
Wichita C. L. U. chapter. 


Stotz Starts Agency School 


The third training school of the year 
in the Grand Rapids agency of the Mu- 
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Russell and three daughters. 








tual Benefit will open Sept. 11 and con- 


— 
mium could be offered because the cop. 
pany writing the disability had to py I 
all the small claims which after all » (C 
the most burdensome. The only rej 
it got was to know that it had no liahj. 
ity after the four months. The smifm 
claims, however, involve much expeny ful t 
and in the aggregate much money hy je S5! 
to be used in liquidating them. roe 
shou 
. . . . est ( 
Specializes on Limited Pay hand 
Oury Druyan, head of the Druyx = 
Underwriters of Chicago, has been sy 
cessfully operating an underwriting Ar 
agency in Chicago for five years in lim. the | 
ited pay policies. Recently he made. Mi oj ¢i 
connection with the Great Northen the : 
Life of that city to handle a special lim. I reas: 
ited pay policy in 22 states. His busines I want 
has been successful and he has estab. case 
lished a reputation among accident ané esi 
health agents throughout the midd Such 
west for his fairness in dealing wih I cura: 
agents and claimants. Mr. Druyan be moni 
lieves that in these days of limited in. dav.’ 
comes it is well to present limited py. -’. 
policies because it is better for an ind = 
vidual to get a small, low priced dis- ro 
ability policy than none at all. 9 
defer 
Ar 
with 
cates 
to th 
ress 
tinue for a week. Field Manager at 
Charles Sykes of the home office will be they 
present. The Grand Rapids agency ha real. 


paid for $700,000 more business in the 
first eight months this year than in the N 
entire 12 months of last year. Paid 
business for August was $825,000, sub- 


ros 
mitted business in excess of $1,000,000. ae 
July was the largest paid business in & the ; 
the history of the agency, being $1,220; usele 
000, according to General Agent R. R entat 
Stotz. finds 
—ene fund: 
Salary Continuance Day sionz 
H. C. Cross, manager of the Pruder- life i 
tial ordinary department at Cincinnati Or 
conducted a one-day effort on salary ject 
continuance insurance Friday. The goal hone 
was set at 100 applications. The men J "l: 
started to work at 7 o'clock in the morn- cally 
ing and the drive wound up with a mit- them 
night lunch at Cincinnati, Dayton ané For 
Columbus; 130 applications were secured to th 
or a total of over $300,000. Lous fully 
Matusoff of Dayton led the agency wit! gives 
16 applications. Richard Dana was set: make 
ond with nine applications. Mr. Cross objec 
succeeded in getting seven applications en 
in addition to supervising the effort. Mr nave 
Cross went to Cincinnati several years unde 
ago from Cleveland and has made 4 Use | 
splendid record. = 
he 
Gives Full Time to Life a 
Duke A, Putney, who has been oper tion. 
ating a local agency in Richmond, V4 and | 
for some years, handling general lines, prese 
is liquidating his fire and casualty bus- 
ness with a view of giving his enti 
time in the future to the life business Mey: 
He has been state agent for the Unio vil : 
Mutual Life for 35 years. th 
Williams at Kansas City Vast 
Ben Williams, educational directo! ™ 
Bankers Life of Iowa, conducted his fits! 
meeting since his appointment at the (a 
Reed Hake agency in Kansas City, # mee 
About 20 agents, representing wester proa 
Missouri, attended. Mr. Hake spoke has § 
“All Prospects Are Liars.” = 
New England Mutual Celebration ma 
Plans are under way to celebrate the a, 
hundredth anniversary of granting the it ha 


charter to the New England Mutu 








Life in 1935. The New England Mv @ lo 
tual, although chartered in 1835, did not by ; 
start writing business until 1843. It * on 
planned to make this one of the gred! is y 








life insurance celebrations of 1935. 
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Answers to C. L. U. Degree Examination 


Life Insurance Salesmanship 
(CONTINUED FROM LAST WEEK) 
Question 7 


Objections to the interview are help- 
ful to the sale in many cases. Distin- 
guish fully between (a) objections and 
excuses, (b) honest objections which 
should terminate the interview, and hon- 
est objections which, if sympathetically 
handled, may aid the underwriter in 
successfully concluding the interview. 


Answer toe Question 7 


An excuse is a statement offered by 
the prospect (usually at the beginning 
of the interview) either to get rid of 
the salesman or to cover up some real 
reason which the prospect has for not 
wanting to buy the insurance. In either 
case the prospect’s statement lacks sin- 
cerity and has no foundation in fact. 
Such statements as: “I have all the in- 
surance I need;” “Come around three 
months from now;” and “I am busy to- 
day,” can usually be classified as ex- 
cuses. The best treatment on the agent’s 
part is to ignore these remarks. To 
attempt an answer only wastes time 
and causes the prospect to attempt a 
defense for his manufactured statements. 

An objection is a more serious thing 
with the prospect. An objection indi- 
cates that he is really giving thought 
to the proposition, and is trying to ex- 
press those ideas in his mind which are 
counter to the proposition. Sometimes 
they are fancied, sometimes they are 
real, 

* * * 

A real objection is one which should 
terminate the interview at once. If the 
prospect convinces the agent that he 
cannot pass the medical examination, or 
the inspection report, then it would be 
useless to continue with the sales pres- 
entation. Frequently, also, the agent 
finds that the prospect does not have the 
funds to pay for the insurance, and occa- 
sionally he finds that he has no need for 
life insurance of any kind. 

On the other hand, many fancied ob- 
jections are given by the prospect in an 
honest manner. To him they appear 
real; but the agent can, by sympatheti- 
cally handling these objections, turn 
them into aids in his sales presentation. 
For example, the objection may reveal 
to the agent that the prospect does not 
fully understand the proposition; this 
gives the salesman an opportunity to 
make a complete explanation. Another 
objection will give a clue to a man’s 
thoughts, his desires, and what emotions 
have been aroused. This will give the 
underwriter the opportunity to make 
use of further incitements and appeals, 
which may lead to the desired action. 
The salesman should let the prospect 
talk. In this way he finds out what 
lactics he should follow in his presenta- 
tion, Objections reveal a man’s thoughts 
and his problems and aid the salesman in 
Presenting an intelligent solution. 


Question 8 


(a) Outline briefly the tactics pursued 
y the underwriter in bringing an in- 
lerview to a “close.” 

‘.. Enumerate and discuss briefly five 
“ustrative or suggestive ideas to use in 
the close. 


} 


Answer to Question 8 


_{a) The salesman has secured the 
necessary information in the pre-ap- 
proach and planned his “strategy.” He 


tap - - : 
‘as started the interview with the proper 


‘pproach; and has secured attention, in- 
terest, and has aroused desire. His next 
Problem is to “get action”—to close. 

we salesman tries to make it easy 
it he € prospect to buy, and to make 
—_ for him not to buy. One method 
ne the prospect, as far as possible, 
— the “yes” attitude. He does this 
ae questions and making re- 
«a? £0 Which the answer in each case 
* yes.” Then with the “yes momen- 





tum” worked up in this way, he tries to | nation of 


get him to say or to imply that he will 
purchase the contract. 


A method similar to the one 
just cited is to get the prospect 
to perform some physical act of 


movement. Since the close involves a 
physical act in signing the application 
and submitting to the doctor's examina- 
tion, the agent knows that it will be 
easier to get final action if it is preceded 
by a certain amount of physical action. 
The momentum generated by the prior 
acts make it easier for the prospect to 
complete the closing process. 

The salesman watches for certain clos- 
ing signals in the form of questions from 
the prospect. If the prospect wants to 
know the cost, how he has to pay for 
it, or any similar information, the agent 
stops his sales presentation and attempts 
to close immediately. 

*x* * 

Another plan is to have the prospect 
commit himself on a minor point, prefer- 
ably one of two alternative suggestions 
which the agent proposes. For example, 
the agent could ask, “Do you wish to 
pay annually or semi-annually?” A 
choice by the prospect of either method 
is then accepted as implied consent and 
an attempt is made to conclude the 
sale. 

When the prospect does not respond 
to any tactics similar to those mentioned 
above, the salesman should go over the 
whole proposition again in summary, ex- 


‘plain all the advantages which will ac- 


crue to the prospect if he does buy, and 
then point to the negative side, or what 
will happen if he does not buy. Then 
the close should be attempted again. 

Fundamentally, the salesman is try- 
ing to motivate the prospect. He is 
trying to take advantage of those in- 
stincts, emotions, and acquired habits 
of the prospect which will be useful in 
bringing about the close. In the clos- 
ing process the salesman should avoid, 
whenever possible, letting the prospect 
take the definite position of not want- 
ing to, or not going to buy. Once the 
prospect takes such a position, he gen- 
erally will refuse to back down and 
admit defeat on the point. 

(b) I have mentioned several points 
above which can be used in closing. It 
is well, however, to have a number of 
points or ideas in reserve and to use 


them in giving the prospect the final 


push. 
.# 2 

Five of these ideas are as follows: 

(1) “There is just one hitch to this 
plan and that is your physical condi- 
tion. Do you know of any reason why 
you couldn’t pass a regular life insur- 
ance examination?” 

This idea appeals to the fighting in- 
stinct of the prospect. It will work if 
desire has been aroused to a certain 
point before it is presented. 

(2) “Here is another feature of the 
plan which I have not told you about.” 

An explanation of some feature not 
already discussed serves to increase the 
prospect's interest. It may also provide 
the prospect with a reason for taking 
the insurance, particularly if he has 
taken a stand against the proposition as 
presented up to that point. 

e ¢ ¢ 

(3) “Mrs. Prospect would, of course, 
be named the beneficiary, and you would 
want your son as contingent beneficiary, 
would you not? I don’t believe I have 
his name—” 

An affirmative answer to the first 
question, and the furnishing of the son's 
name is an indication to the salesman 
that he has the implied consent of the 
prospect. He should proceed upon this 
assumption. 

(4) “Would you want this insurance 
payable to your wife or to your 
mother?” 

This is the consent on a minor point 
method. Following the prospect’s desig- 





the beneficiary, the agent 
should proceed to close. 

(5) “Mr. Prospect, I would like to see 
your name on the list which our com- 
pany publishes showing men who carry 
$50,000 of life insurance. Twenty thou- 
sand more will put your name on this 
list.” 

This statement appeals to the vanity 
of the prospect, and his desire for the 
approval of others. 


Question 8 


As a life insurance underwriter, what 
do you consider to be the proper func- 
tions of the life underwriter, the trust 
officer of a trust company, and the in- 
sured’s attorney in the arrangement of 
a life insurance trust? Discuss each 
fully. 

Answer to Question 9 


All three parties should be acting in 
the interest of their client who is the 
buyer of the life insurance and the cre- 
ator of the trust. While the underwriter 
is the agent of the company, his obli- 
gations to his company are in no way 
counter to the interests of the insured. 

The proper functions of the life 
underwriter are: 

(1) He should make a complete anal- 
ysis of the needs of the insured, and see 
that the correct types of policies and the 
correct amounts are selected to accom- 
plish the purposes of the trust. 

(2) He should see that the beneficiary 
agreements are properly drawn; that 
proper provisions are included regard- 
ing such things as the disposal of divi- 
dends, the right to borrow on the insur- 
ance, and the right to receive disabil- 
ity payments. 

-_ 

(3) He should explain fully to the in- 
sured the significance of what he (the 
insured) is doing, and just what rights 
and privileges he is giving up. In this 
connection he could suggest that the 
insured take out a life insurance policy 
independent of the trust, to pay final 
expenses and to act as a readjustment 
fund. He could even suggest a second 
independent policy to provide install- 
ment settlements of minimum amounts 
to guard against the contingency of the 
trust failing to produce revenue at any 
time. 

(4) He should consult with the trust 
officer and the attorney of the insured 
regarding the contents of the trust 
agreement in order to see that the de- 
sires of the insured are properly car- 
ried out 

The duties of the trust officer are: 

(1) He should discuss with the pros- 
pect the method of providing for the 
needs of the dependents, the amount of 
discretion which should be used, the 
ways in which the funds should be in- 


vested, whether a spendthrift clause 
should be included, etc. 
(2) He should draw up the trust 


agreement and submit it to the insured’s 





Van Winkle Is Named as 
Los Angeles C. L. U. Head 


At the annual meeting of the Los 
Angeles C. L. U. chapter, Kellogg Van 
Winkle, Equitable Life of New York, 
was elected president, succeeding R. F. 
Freeman, Peoria Life; A. M. Davis, 
Provident Mutual, vice-president; Alvin 
Kingsbacher, Equitable of New York, 
secretary-treasurer. New directors are 
Mr. Freeman, F. W. Forker, Pacific Mu- 
tual; J]. R Mage. Northwestern Mutual, 
and R. N. McCord, National Life of 
Vermont. 





The Peoria, Ill., C. L. U. chapter has 
elected F. E. Cavette president, suc- 
ceeding C. T. Wardwell: R. C. Lowes, 
Jr., vice-president, and John Roth, Jr., 
treasurer. 





attorney and life underwriter for ap- 
proval. If it is agreed that the attor- 
ney is to draw up the agreement then 
the trust officer should make sure that 
his company has full power to carry out 
its terms, and that there are no ques- 
tions which might arise later which will 
have to be decided by the courts. 

(3) The trust officer is responsible for 
collecting the fund and administering 
it. With such duties in mind he should 
see that the provisions of the trust 
agreement and beneficiary clauses are 
so arranged that they comply with the 
powers and limitations of the trust com- 
pany. 

(4) He should also be in touch with 
the insured and his family so that he 
can better understand their needs. This 
will aid him in advising the insured re- 
garding the arrangement of the trust. 

The duties of the attorney are: 

(1) He should draw up the trust 
agreement, if so instructed. If the trust 
agreement is drawn by the trust officer, 
the attorney should examine it to make 
sure that it is legal in all respects, and 
that it will carry out the desires of the 
insured. 

_ (2) He should make sure that there 
is no conflict between the insured’s will 
and the trust agreement which is being 
drawn up. 

Question 10 


_ Define and explain briefly the follow- 
ing terms in relation to their importance 
in the selling process: (a) motivation; 
(b) the endless chain method of pros- 
pecting; (c) temperament; (d) person- 
ality and character; (e) visual appeals; 
(f) getting attention; (g) imagination; 
(h) fear; (i) mannerisms; (j) ambition. 
Answer to Question 10 


(a) Motivation is the process of ap- 
pealing to a man’s instincts in such a 
way as to get the response which is de- 
sired. Insurance is an intangible prod- 
uct which appeals to a man’s reason, 
but not to his senses. In many cases 
some force other than pure reasoning 
must be exerted before the prospect will 
act. The underwriter can supply such 
a force by connecting the desired activ- 
ity (the purchase of insurance) with an 
instinct, which has been aroused through 
the presentation of a situation or stimu 
lus. The salesman forces the prospect 
to think of insurance not as an abstract 
thing, but as something which will help 
him carry out his most important desire, 
such as protection of his wife and chil- 
dren. 

° * * * 

(b) The endless chain method of pros- 
pecting is the use of old policyholders, 
friends and acquaintances, for the pur- 
pose of finding new prospects. It is an 
excellent method. Whenever a new 
policy is written, the underwriter asks 
the new insured for the names of others 
who might have a need for life insur- 
ance. When the names are obtained, 
the underwriter also obtains much valu- 
able information which will help him 
to prepare his approaches and sales pres- 
entations. The approaches are often 
easier, too, because in each case the per- 
son giving the new prospect's name will 
generally allow the underwriter to use 
his name in introducing himself. This 
same appeal for prospects, may of 
course, be made to most persons with 
whom the underwriter is familiar. 

(c) Temperament denotes the phy- 
sical and mental characteristics of an in- 
dividual as thev are shown by his re- 
actions under different situations. Out- 
standing characteristics of temperament 
are: excitability, unusual stolidity, un- 
willingness to listen to reasonable argu- 
ments, hasty formation of judgments. 
possession of a sense of humor to an 
unusual degree, etc. Temperamental 
tendencies on the part of the salesman 
which vary greatly from the average 
should be restrained and eliminated if 
possible. Otherwise the underwriter 
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may lose many sales because of his tem- 
perament. Temperamental tendencies on 
the part of the prospect should be met 
with a maximum degree of tolerance on 
the part of the salesman. 

(d) Personality is difficult to define. 
It is what you seem to be. It is your 
effect on others, when they have known 
you for a short time only. Character 
is something more fundamental. It is 
what you really are. It is the part of 
your makeup that people come to appre- 
ciate after they have had an opportunity 
to know you well. 

Such attributes as a pleasing manner, 
a ready smile, a pleasing appearance, are 
part of a man’s personality. Honesty, in- 
tegrity, sportsmanship, perseverance and 
determination are elements of a man’s 
character. 

Both are extremely important in the 
selling process. The salesman with a 
pleasing personality will get interviews 
where others lacking it will fail. The 
salesman with a good character will 
gain the high regard of clients who come 
to know him, and will be able to sell 
them not once, but again and again. 

(e) Visual appeals are stimulations 
through the sense of sight offered by 
the salesman for the purpose of induc- 
ing the prospect to act favorably. It 
is a known fact that the mind compre- 
hends much more effectively what the 
eye sees than what the ear hears. The 
salesman usually finds that a visual ap- 
peal in the form of a diagram, picture, 
printed message, etc., will greatly in- 
crease his chances of making a success- 
ful interview. 

ke 6 

(f) Getting attention is the process of 
having the prospect divert his mind from 
what he has been doing and concentrat- 
ing upon what you have to offer. The 
salesman must get the prospect's atten- 
tion, or he will not “get to first base.” 
It is the objective of the approach. Just 
as soon as attention is secured, the sales- 
man must immediately convert it into 
interest, or the attention will be lost. 

(zg) Imagination consists of the forma- 
tion of pictures with the mind. It is the 
ability to picture, for one’s self and for 
others, things which are not present, or 
which are not often tangible or definite. 
A life insurance agent needs imagination. 
He is selling an intangible product, 
represented only by a policy which is 
not yet issued by the company, The 
prospect is really buying benefits which 
are to accrue to him, or to his depend- 
ents sometime in the future. The time 


may be established, or contingent upon 
events. To sell such a product the 
salesman needs imagination to paint a 


picture for the prospect which will make 
the benefits and advantages seem so 
real to him that he will have the desire 


to buy. In accomplishing this gbject- 
ive, the salesman must have the ability 
to make the prospect use his imagina- 
tion. 


(h) Fear is an instinct which is strong 
in most persons. It causes different re- 
actions in different individuals. Some 
are afraid of high places, others of en- 
closed places, others of the future, and 
so on. This last kind of fear is one 
of the strong motivating instincts which 
impel men to buy life insurance. The 
salesman should use care, however, in 
appealing to it. Otherwise, he may find 
that a fear has been generated in the 
prospect’s mind that he cannot pay the 
premiumis, or will not live to collect his 
endowment, etc. But fear, coupled with 
certain advantages, will usually prove a 
potent factor in the sale of the insur- 
ance. 

. S, - 

(i) Mannerisms are peculiar habits of 
human beings. The little things we 
do, the way we conduct ourselves in the 
presence of others, muscular and nerv- 
ous movements, are termed “manner- 
isms.” They serve no useful purpose 
and generally are unconscious acts. 

The salesman should be especially 
careful of his mannerisms. They serve 
to attract attention, which is usually 
unfavorable. Anything which takes the 
attention of the prospect from the sales 
presentation, is unfavorable to the suc- 


cess of the interview. The underwriter 
should eliminate any mannerisms which 
he may have, as they are handicaps to 
his success in selling. 

(j) Ambition is the desire of an in- 
dividual to improve himself, financially, 
mentally, or otherwise. 

It is necessary that the prospect have 
ambition, else he will not desire insur- 
ance. Ambition will lead him to want 
more insurance because it will help him 
to do things for his family and for him- 
self. 

The underwriter 
or he will not succeed. 
his ambition for success, 
he is of attaining his goal. It is ambi- 
tion that drives him to the necessary 
effort which is needed; it makes him a 
better man and a better salesman. 

(TO BE CONTINUED NEXT WEEK) 


“Definitizing” Big 
Aetna Life Topic 


must have ambition 
The greater 
the more likely 
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“Prospecting Today,” saying agents 
cannot succeed without developing a 
market for their goods. Many persons 


who once were prospects are definitely 
on their way out. Mr. Rust two years 
ago went over his prospect file and out 
of 400 names found only 37 really live 
ones left. 

H. W. Florer, agency assistant in the 
home office, finished the prorram Mon- 
day, speaking on the subject, “The Real 
Significance of a Changing Field—Acci- 
dent Insurance” Ever increasing 
ratios and net dollar losses required re- 
consideration of the basic rate struc- 
tures; and resulted in increased rates 
and reduced accidental death amounts. 

P. W. Simpson of Itdianapolis was 
chairman Monday and Friend L. Wells, 
general agent Baltimore, was maestro 


loss 


of community singing throughout the 
convention. 
Seattle Agent on Time Control 

Gordon H. Campbell, general agent 
Little Rock, was chairman Tuesday. W. 
N. Boyd, Seattle, told what time and 
effort control meant to him. He said 
it eliminated vagueness. Time is the 


agent’s capital. Mr. Boyd set an ulti- 
mate financial goal and a present bud- 
get. The requirements of a good time 
control plan, he considers, are standard- 
ized methods suited to the individual, 
simplicity and recordin of results. In 
1932 he found every hour in the field 
worth $175 to him and every interview 
$162. 

H. Kuhl, Minneapolis, gave a fine 
talk on the benefits to be derived by a 
life agent in selling accident and health. 
He led all the agents in the life de- 
partment in accident production so far 
this year, writing 281 applications. 


Aids in Getting Data 


He made the point that the accident 
application requires information which 
is sufficient to giv e a working knowledge 
of the prospect's life insurance needs. 
The accident approach usually does not 
arouse a defensive attitude but disarms 
the prospect. 

Mr. Kuhl asks the accident applicant 
many questions not contained on the 
application form, getting answers which 
would be difficult to obtain in a straight 
life canvass. He said 87 percent of his 
life policyholders formerly were accident 
policyholders, 8 percent were secured 
through accident contacts and only 5 
percent through life insurance cold can- 
vass. 

W. W. Luman, 
large producer, spoke on 
seli—Be Yourself.” He was a piano 
salesman recruited by R. H. Keffer of 
the combined Keffer-Luther agency. He 
urged agents to be respectfully aggres- 
sive. They need not apologize. He 
said they can and should sell prospects 
the idea that the best friend they have 
is the life insurance man. Decency, 
honesty, normal intelligence and a defi- 
nite plan and willingness to work it are 


New York City, a 
“Find Your- 








pear all a man needs to succeed in 
business, he said. 

J. S. Maryman of Bradley, Ark., agent 
of the Campbell office of Little Rock 


and a “millionaire” for seven years prior 
to the depression, gave one of his 
humorous, thought-provoking talks. He 


is on the program for the annual con- 
vention of the National Association of 
Life Underwriters in Chicago. He said 
an organized sales talk will work; if the 
agent knows only three talks—business 
insurance, inheritance tax and general 
family protection, with variations to suit 
individual cases, he can succeed. Pull- 
ing door knobs and net cost selling are 
not effective. He said the agent must 
get a broad vision of what life insur- 
ance is and does and tell it to the pros- 
pect. Mr. Maryman said every salesman 
who has sold much uses a sales talk, 
whether he knows it or not. If it is 
not working successfully he had better 
get a new one that does. 


Home Office Delegation 


In addition to President M. B. Brain- 
ard of the Aetna Life and Vice-president 
Whatley there. were attending from the 
home office, E. E. Cammack, vice-presi- 
dent and actuary, R. W. Myers, vice- 
president and comptroller, W. H. Dal- 
las, assistant vice-president, Dr. D. B. 
Cragin, medical director, C. F. Gay, 
agency secretary, R. B. Coolidge, assist- 
ant superintendent of agencies, C. V. 
Pickering, advertising manager, R. H. 
Pierce, editor “Life Aetnaizer,” L. Z. 
Richards, supervisor underwriting divi- 
sion, N. M. DeNezzo, H. W. Florer 
and V. D. Burgesser, agency assistants. 

E. E. Cammack, vice-president and 
actuary said the present times create 
a demand for cheap insurance, but also 
for high priced insurance. There is a 
tremendous demand for annuities. In 
some of the large companies new pre- 
miums for annuities exceed those for 
life policies. Agents are not pushing 
the annuities as they should, he said. 
The retirement income guarantee of 3% 
percent over a long period gives one of 
tha finest investments. The average 
premium under this plan is $200, and it 
is an easy contract to sell. 

There is also a tremendous sale of 
single premium annuities, and the advan- 
tages of these contracts are becoming 
very apparent to the public. 


Pushes Advantages of Group 


Many agents do not seem to realize 
group insurance is written, he said. It 
is a simple plan and one of the major 
divisions. The group department does 
most of the work and pays the agent all 
of the commissions. The field of pen- 
sion insurance is almost untouched, only 
about 200 cases having been sold by 
the Aetna. 

Dr. D. B. Cragin, who became chief 
medical director early this year, said 
there is a growing dislike for competent 
medical examination, but this is a highly 
important function. He said the time 
has come for companies to put their 
medical examiners in the class of spe- 
cialists to do no general practice. They 
should put down everything they find 
and not hazard guesses. Not all doctors 
are educated alike nor do they have the 
same professional judgment. Some 
changes in the system must be made if 
there is to be a reduction in mortality. 

Dr. Cragin said not long ago a clean 
sweep was made of the Aetna’s exam- 
iners age or over. These were of 
the o'd school. Many did not keep up 
their collateral reading. He spoke of 
an experiment in New York where a 
central agency assigns examiners. Ap- 
plicants are presented to a clerk who 
makes arrangements. The examining 
force has been considerably reduced, 
with economies, and the examiners all 
are working in the company’s interests. 
Dr. Cragin said the Aetna’s electrocar- 
diographic underwriting on the whole 
has been satisfactory. A sufficient num- 
ber of cases has been handled to permit 
the company to build up its own experi- 
ence. Ratings on overweights have 
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been reduced several times, adjustments 
made on bloodpressure, and he said more 
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adjustments probably will be neces 

W. H. Dallas, assistant vice-presj 
said aggregate mortality is high, a 
- rejection ratio. Suicides, he said 

sached the high point last year. Ty 
sores this year also have been high 
It has been estimated life COMpanigg 
paid $75,000,000 last year on suicide 
The home office has done all it can ang 
the balance of the underwriting probley 
is in the agents’ hands. 

L. Z. Richards, supervisor of the li 
underwriting department, demonstrate] 
the routine of the underwriting and jss 
department by use of stereopticon slide 





Investment Policy 
Is Major Question 







(CONTINUED FROM PAGE 3) 
preferred, are 8.47 percent. Farm mort 
gages represent 11 percent of assets 
These, even in present times, hay 





worked out very satisfactorily, althoug! 
requiring skillful handling. 

Mr. Brainard said he is certain a con- 
pany with a well selected portfolio ; 
farm mortgages has had, and will have 
less grief than one with city mortgages 
City mortgages are a new prepositi ( 
the Aetna. The bulk of these loans js 
in small houses many are on amortize 
basis. City and farm mortgages total 
16 percent. 

Home office real estate is 2 percent 
all other real estate 4 percent. There 
has been no opportunity to fore 
closed real estate, nor will there be, he 
feels, in the near future. 

Policy loans represent 17.5 percent of 
assets, being next to the largest item 
Although these are safe, they are dis- 
turbing to the business and cause much 
lapse. 

Mr. Brainard discussed the policy mo- 
ratorium, denying the popular 
tion in the field that it was declare 
against the wishes of the 
The country demanded large 
money, almost overnight, from life 
panies. All the companies eatvental 4 
“breathing spell,” he said, but most 
companies inside a month were willing 
to have the moratorium lifted, although 
acquiescing in its continuance to save 
some smaller companies from difficul- 
ties. 


n tor 
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Mr. Brainard discussed mortality, 
saying one reason for higher figures 
is the lack of new business in sufficient 
volume to balance losses on older pol 
cies. 

He said the casualty business has 
been beset by problems greater thai 
in any other branch, but the Aetna Cas- 
ualty has come through magnificently 
He predicted that in good time the cas- 
ualty business will go exclusively to the 
Aetna Casualty, leaving the Aetna L! 
to write only life insurance. : 

Many economies have been effected, 
he said. The Aetna Life and atfhiliated 
companies, Mr. Brainard said, are most 
economically managed. Disbursements 
are watched with unusual care. The 
great, comparatively new home office 
building, designed to facilitate ane 
standardize operations, has been a large 


factor in reducing cost of operations. 


Mr. Brainard touched on the Aetnas 
discontinuance of dividends to stock- 
holders, which, he said, was purely be- 
cause the directors felt in these trou) 
lous times that the full strength of the 
company should be conserved for the 
policyholders, to whom was owed the 
greater obligation. He said stockhold- 
ers’ dividends would not be resumed 
until beyond a peradventure of a doubt 


such action is justified. 


Huebner at Greensboro 

Dr. S. S. Huebner, American College 
of Life Underwriters, visited in Greens- 
boro, N. C., Sept. 13-14. He conferred 
with representatives of Foust & Haley. 
North Carolina general agents for the 
Massachusetts Mutual. He gave an ad- 
dress to a general meeting Sept 14 ol 
North Carolina agents in the interest of 
the C. L. U. movement. 


































